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IDDLE DEPARTMENT 
_ MEETS AT SEASHORE 


Rule Requiring All Binders To 
Be Limited to Forty-Five Day 
Period 


OVE PAPER MILL ADVANCE 


lecide To Keep Jersey Men on Execu- 
| tive Committee—Honor Frank K. 
q Patterson 


Atlantic City, July 21—It was de- 
ed at the mid-summer meeting of 
Underwriters’ Association of the 
fiddle Department held in Atlantic 
ity on Tuesday and Wednesday not 
make any change in the constitution 
the Association. The action was 
ipitated by the introduction of a 
ssolution by one of the members to 
rop from membership in the Associa- 
those members of the Executive 
mmittee from New Jersey. The 
@solution was withdrawn by the 
bver, and thus the matter was dis- 
pd of at the meeting. 


© A sub-committee of the Executive 
Committee was appointed to meet on 
fhursday with three other Pennsyl- 
nia Associations to discuss the new 

Msurance laws of the State. 

; Paper Mill Rates 
| The advance of 25 per cent. on paper 
milis was removed. This has been in 
e ect since the Baltimore conflagra- 
' A rule was adopted requiring all bind- 
to be limited to forty-five days and 


copy to be filed with the district sec- 
ry when affected. 

| A resolution was offered on the death 
A. D. Lundy, a member of the As- 
tiation since 1884. He was special 
ent of the Sun. 


» F. K. Patterson in Local Business 


Col. Frank K. Patterson’s name was 
ed on the honorary membership 
oll and a suitable minute of the event 
fered by a special committee. This 
® an unusual action and was taken on 
«count of his long service with the 
al and the high regard in which 
is held by all. Col. Patterson re- 
ed in his usual warm-hearted man- 
ier. He is now to become a local 
ent in Pittsburgh. 

"Vice-President Palache, of the Hart- 
i Fire, made a talk, saying that his 
it was purely for the purpose of 
ing acquainted. George Lyon, sec- 
a bg the New Jersey Fire, also 
nded. 





DIRECTORY OF DEPARTMENTS. 








THE HOME 


INSURANCE COMPANY 
NEW YORK 
ELBRIDGE G. SNOW, President 


THE HOME’S steady and surpassing growth has 
resulted from the deliberate preference of careful 
insurers and of those who select indemnity for 
them; agents and brokers 

















North British 
and Mercantile 


Entered United States 


pee Insurance Co. 


Established 1809 





Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, - 
of protection by entire fire assets of the com- 
pany which are many times larger. 











THE PROGRESS 


P THE FRANKLIN LIFE 
=” INSURANCE COMPANY 


Is Steady Sure Solid 


GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 








NATIONAL CAPITAL 
LIFE INVESTIGATED 


Investors Seek Whereabouts of Money 
Paid on Subscription to Washington 
Company’s Stock 


REPORT OF COMMISSIONER NESBIT 


Company Organized By C. W. Walker 
Has Had Four Presidents in a 
Short Period 

Insurance Commissioner Nesbit, of 
the District of Columbia has had under 
investigation the affairs of the National 
Capital Life Insurance Company, which 
filed articles of incorporation in Novem- 
ber, 1914, and which has had four presi- 
dents in less than nine months. The 
Washington Times says that Commis- 
sioner Nesbit has filed his report with 
the District Commissioners and inter- 
esting developments are to follow. 

The National Capital Life was organ- 
ized by Croom W. Walker, an insurance 
agent. 

Articles of Incorporation 

The company’s articles of incorpora- 
tion provided for $25,000 capital stock, 
par value, $10 per share; to be in- 
creased from time to time until a capi- 
tal stock of $1,000,000 was reached. It 
was also provided that there were to 
be not less than five nor more than fif- 
teen trustees or directors. The com- 
pany in November, 1914, authorized the 
sale of its stock at the price of $20 
per share. For each share $10 was to 
become part of the permanent surplus 
of the company, and $5 per share was 
to be paid for organization expenses of 
every kind and description. 

“The stock subscription agreement,” 
the Commissioner says, “set out fully 
this plan, and was not open to other 
criticism than the use of one-fourth of 
the entire subscription for promotion 
expenses, and the practice of taking all 
this in cash out of the first payment, 
even when this was the full amount 
collected. 

“Under this the company operated 
from early in November, 1914, until 
practically May 1, 1915, and secured 
approximately 113 subscriptions on this 
subscription agreement. The total num 
ber of shares of stock subscribed for 
was 6,327. 

“Between November 7, 1914, and April 
23, 1915, the minutes show numerous 
changes in the personnel of the board 
of officers, but no attempt to do any 
other business than sell stock seems to 
have been made. 

Minutes Astounded Nesbit 

“On Friday, April 23, 1915, a meeting 
was held, the minutes of which cover 
twenty-six pages An examination of 
these pages show resolutions, contracts. 
and agreements which are little less 
than astounding. 

“The original contract for sé lling 
stock, with C. W. Walker, was canceled 
and a new contract made with R. W 
Power, in which the company agrees to 
sell him or his nominees or assigns all 
the unsold stock of the company, not 
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exceeding $1,000,000, par value, at $12 
per share. 

“The company ‘to receive and accept 
individual signed subscriptions to said 
shares of the capital stock in such num- 
bers and to such amounts as may be 
tendered to it by said party, his nomi- 
nees, or assigns, from time to time ac- 
companied by a deposit of $2 per share.’ 

“It was further agreed, that ‘should 
any condition or contingency arise 
whereby the directors of the company 
should deem it advisable or desirable 
to abrogate the same, there shall be 
paid to the said party of the second 
part, his nominees or assigns, the sum 
of $75,000 liquidated damages.’ 

“This seems to be very one-sided, as 
there is no penalty other than the ter- 
mination of the contract, so far as the 
party taking the option is concerned. 
This is, in my judgment, not a contract 
of sale which it pretends to be, but is 
in reality an option. 

National Capital Life Agency 

“This contract was assigned to The 
National Capital Life Agency, incorpor- 
ated. This agency has chosen a name 
so similar to the National Capital Life 
Insurance Company as to readily lead 
the uninformed person solicited to as- 
sume their close relationship if not their 
identity. The agency, however, is in- 
corporated under the laws of Delaware, 
with a total authorized capital stock of 
$3,000 and $1,000 set out as the amount 
of capital stock with which it will com- 
mence business. 

“It next resolved to create a board of 
governors * * * limited to two hundred 
members, in the United States, and ap- 
pointed by the National Capital Life 
Insurance Company of Washington, D. 
Cc. ‘The board of governors shall rep- 
resent the stockholders and govern and 
control the policy of the company.’ 
* * * ‘There shall be set aside and held 
in trust for account of the board of 
governors a fund made up of and_ equal 
to 10 per cent. of all first year cash 
premiums and in addition thereto 2% 
per cent. of all second and subsequent 
years’ premiums on the entire business 
of the company.’ Attached to this 
specimen contract were forty coupons, 
the first maturing January 1, 1917; the 
fortieth maturing January 1, 1956, guar- 
anteeing to the holder his share of said 
fund on the Ist of January of each 
year. The manifest illegality of ap 
pointing me to represent the stock- 
holders and control the stockholders’ 
company is apparent. There seems to 
be no provision that the persons so 
named and holding these coupons shall 
remain a stockholder to share in the 
profits thus provided for. The applica- 
tion for membership to the board of 
governors is set out in the minutes in 
connection with the subscription agree- 
ment. I am informed not many of these 
applications for membership have been 
made and accepted by the company. 

Bank Deposit Agreement 

“There is a bank deposit agreement 
set out * * * which provides, among 
other things, ‘Second: That the in- 
surance company, subject to the ap- 


proval of the Board of Directors, 
agrees that 70 per cent. of the full 
legal reserve on all business produced 
by the county in which its depositary 
bank is located, shall be invested by 
the bank in county bonds, mortgages, 
and other securities that meet the re- 
quirement of the insurance laws of 
the district and the approval of the 
insurance commissioner. ‘Said invest- 
ments to net the insurance company 5 
per cent and the company agrees to 
pay the bank all interest which may 
accrue over and above the sum of 5 
per cent. net on said investments as 
its compensation for selecting and rec- 
ommending said investments.’ 

“There seems to be no agreement on 
the part of the bank to guarantee such 
investments and just why the bank, 
through which a loan of a company’s 
money is made, should receive part of 
the interest paid on such loan each 
year, is not plain to me and I doubt 
if it would be to the stockholders whose 
money was thus put out. 

“There appears a quite astonishing 
resolution or agreement in which it is 
proposed that the National Capital Life 
Insurance Company shall agree to sell 
certain shares subscribed to by parties 
throughout the country, at a price of 
$20 per share on or before May 1, 1916; 
these shares being, under this agree- 
ment purchased at $16 per share from 
the agency. This profit of $4 per share, 
it is stipulated, shall be re-invested in 
the capital stock of the company at $20 
per share. 

The company than makes an agency agree- 
ment * * *with the National Capital Life 
Agency, providing that the agency shall have 
charge of the underwriting of the company, 
handle all its agency and policy department, 
and receive go per cent. of the first year’s 
premiums on ordinary life and limited pay- 
ments, exceeding t wenty payments, and 
twenty-payment term, life and endowment 
policies; 80 per cent. of the first year’s pre- 
miums on fifteen-payment term, life, and en- 
dowment policies; and 70 per cent. of the 
first year’s premiums on ten-payment term, 
life, and endowment policies; and a commis- 
sion of 10 per cent. “of all second and sub- 
sequent years premiums collected and _ paid 
to the first party for the life of all policies 
written under this contract.’ 

There follow resolutions providin for a 
board of legal advisers, not emailer two 
hundred, who are presumably to share in the 
profits, something after the manner of the 
board of governors, and another resolution 
provides for and authorizes the _ selection, 
from the stockholders in the medical profes- 
sion, of a board of medical | directors ‘not ex- 
ceeding two hundred. od 

An examination fails to show that either 
the president or the treasurer or the secre- 
tary, present at this meeting, had subscribed 
to any stock in this company. If they had 
even one or two shares they had paid no 
money for them. 

* * * The contracts above referred to pro- 
vide for such a_ tremendous expense covering 
the first year of the company’s business that 
the inability of the company to succeed under 
sich a handicap is hardly open to doubt. 

Parties solicited to buy stock told me of 
representations made to them to induce them 
to purchase stock which are of questionable 
legality and which certainly cannot be carried 


out by the National Capital Life Insurance 
Company as a going concern operating under 
the supervision of this department, and I 
doubt if any company could get a license in 
any State with these contracts outstanding. 
I may add that since April 23 the stock 
sales have been made on a different subscrip 
tion blank than that used before and I sub- 
mit a copy of this latter subscription blank 


(Continued on page 9.) 
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J. S. RICE, 
Chairman of the 
Board. 


3. FT. SCOTT; 
Treasurer. 
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Texas 

Company 








Great Southern Life Insurance Company 


HOUSTON, TEXAS. 





WRITING THE LARGEST AMOUNT OF INSURANCE IN 
TEXAS OF ANY COMPANY OPERATING IN THE STATE. 


For Agency Contracts Address 0. S. CARLTON, President 


——— 





Largest 
Amount 
Of 


Insurance 
In 

Force 

Of Any 
Company 
In The 
South 








OPPORTUNITY: District Agency Open in Prosperous Section 
of Central West. 


BANKERS LIFE COMPANY 


Des Moines, lowa 








You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 





Several pi of llent terri- 


tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 
THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 

















WANTED 


A man who knows he can 
make good in organizing an 
ry for a big company in 

a city embracing a population 
of 1,000,000. A salaried con- 
tract will be made and the 
applicant chosen will be 
brought into direct touch with 
Home Office with opportuni- 
ties for advancement. Only 
men of experience and who 
can prove ability need apply. 
Territory in ennsylvania. 


Address 
“ORGANIZER” 


Care of THE EASTERN 
UNDERWRITER 
105 William Street 
New York City 








Phone Barclay 7876 





COST 


POLICY CONTRACT 


Plus 


ANNUAL PREMIUM | 
Plus 
SURPLUS DISTRIBUTIONS 
Plus 
KNIGHT’S UNION CENTRAL SERVICE 


You Know About The First Three Factors 


Tak With CHARLES B. KNIGHT, General Manager 
THE UNION CENTRAL LIFE INSURANCE CoO. 


FOR GREATER NEW YORK 
About The Other Important Factor “Service” 


“MILLION A MONTH AND BETTER” 
1056 WOOLWORTH BUILDING, NEW YORK CITY, N. Y. 
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STATE OF CONNECTICUT FIGURES 
“Mutual Benefit Calls Commissioner’s 


System of Quoting Ratios 
Unreliable 











Tho Mutual Benefit believes that the 
method of quoting ratios between com- 
panies for comparison of service to pol- 
jcyhoiders, as shown in the tables pre- 

ed by the Connecticut Department, 
and printed in Commissioner Mans- 
field’s 1914 report, is unreliable. The 
mpany says: 
con't Take Account of Different 
Compensation Systems 

“Table VI, Part 2, of Comparisons 
gives the per cent. of commissions to 
premiums on new business and on re- 
newals. To illustrate the absurdity of 
the ratios it is necessary only to point 
out that the 1914 percentage of re- 
newal commissions to premiums for the 
Mutual Benefit is 6.22, while for the 
New York Life it is 2.33. It is clear 
that the compiler of this table has ig- 
nored the fact that the Mutual Benefit 
operates strictly on a commission basis 
under the general agency system, as 
does the Northwestern Mutual whose 
percentage is given as 6.83; the Penn 
Mutual, per centage 6.82, and others. 
The New York Life, with its percentage 
of 2.33, and the Mutual Life, with its 
percentage of 3.33, employ salaried 
managers and cashiers, so that other 
factors besides commissions enter into 
the cost of business. For comparative 
purposes, therefore, this table is of no 
significance. 


Not Clear How Percentages are Com- 
piled 


“Table X, Part 2, of Comparisons is 
equally misleading. This shows per- 
centages of surrenders and lapses, but 
it is not clear from the figures given 
how the ratios are derived. By refer- 
ence to the Connecticut Report is ap- 
pears that actually these percentages 
are the ratios of surrenders to total 
terminations and lapses to total ter- 
minations. A company with relatively 
small total terminations due perhaps, 
as in the case of the Mutual Benefit, to 
low mortality and consequent small 
terminations by death might show a 
high percentage in this table, although 
its actual surrender and lapse ratio 
was favorable. Besides, the compiler 
of these comparative figures has failed 


WITH NORTHWESTERN NATIONAL 


W. Rolla Wilson, until recently su- 
perintendent of agents of the German- 
American, of Denver, has been appoint- 
ed State agent for Colorado for North- 
western National Life, of Minneapolis. 

The Northwestern National Life has 
appointed William C. Strong of New 
York, general agent for Eastern Iowa, 
with headquarters at Cedar Rapids, and 
T. H. Fellows, of Des Moines, general 
agent for West Central Iowa, with head- 
quarters in Des Moines. 





to take into account the difference in 
non-forfeiture systems. With the Mu- 
tual Benefit, where values are granted 
the second year and in most cases the 
first year, many terminations appear 
as surrenders which in other companies 
would be lapses. This in part explains 
why our percentage of surrenders 
(32.14) is higher than the average 28.90, 
while our percentage of lapses (16.86) 
is very much lower than the average 
34.73. Combining the two, we get the 
Mutual Benefit’s percentage of surren- 
ders and lapses to total terminations 
as 49.00 against the average of 63.63, 
which is favorable, although because of 
the basis of the table the figures are 
practically meaningless.” : 





LIFE INSURANCE COUNSEL 





Hear Interesting Papers at Boston Meet- 
ing—Entertained by John Hancock 
Mutual Life 





The recent meeting of the Association 
of Life Insurance Counsel in Boston was 
not only well attended, but was most in- 
structive. 

Colonel Arnold A. Rand, vice-presi- 
dent and counsel of the John Hancock, 
read a paper on “Farm Loans and Farm 
Loan Fields.” 

John G. Haas, assistant attorney of 
the Travelers, discussed “Ownership in 
Life Insurance Policy Rights or Pro- 
ceeds.” 

Both papers were unusually instruc- 
tive and there was considerable dis- 
cussion. . 

The Association was the guest of the 
John Hancock, President Lamb and 
other officers of the company attending 
all the sessions. The entertainment in- 
cluded a visit to the Brookline Country 
Club and a dinner at the Algonquin Club. 





OPEN NEW BUILDING 

The Missouri State Life Insurance 
Company has opened its new building 
on the northwest corner of Fifteenth 
and Locust Streets, St. Louis. The 
company has issued a general invita- 
tion to the public to inspect the build- 
ing which has been erected at a cost 
of about $450,000, equipped from base- 
ment to roof with every known up-to- 
date convenience. 


The building was beautifully decor- 
ated with palms and flowers from 
friends and various institutions of the 
city. 





NEW ENGLAND PILOT 


The New England Pilot has made its 
appearance. It is a monthly publica- 
tion of the New England Mutual Life. 
Willis Hatfield Hazard is editor. It is 
forceful and inspirational, attractively 
illustrated and printed. 





A chicken and waffle dinner was 
given by C. A. Wade, superintendent 
of the Metropolitan Life, Pottsville, Pa., 
the occasion being his twenty-fifth mar- 
riage anniversary. 





1915 DIVIDEND OF $1,350,000 


FOR NAT'L, VT., 





POLICYHOLDERS 





Company Issued and ‘Revived $12,946,- 
524 for Six Months of 1915—5,988 
Policies 





At the semi-annual meeting of the 
directors of the National Life of Ver- 
mont this month it was voted to dis- 
tribute a surplus in dividends to policy- 
holders, payable in 1916, of $1,350,000. 
This is the largest single dividend de- 
clared by the company in its history. 
It will be payable to the insured, at 
their option, in cash, in paid-up insur- 
ance, in a reduction of future premiums 
or may be left on deposit subject to the 
interest earnings of the company. This 
dividend is the more remarkable be- 
cause it represents tho fifth increase in 
surplus scale since the adoption in 
1901 of the three per cent. reserve sys- 
tem. The National has not issued non- 
participating policies for several years 
anticipating far ahead the ultimate mu- 
tualization of life companies. 

It was also pointed out in reports 
that, notwithstanding the large dividend 
return made by the National in past 
years, its general or unassigned sur- 
plus has steadily increased, its provi- 
sional surplus for long term policies 
has grown in amount, its reserves for 
insurance and life annuity have been 
computed on more conservative tables 
than the laws require, while its assets 
have been selected not only with care, 
but with peculiar care as to quality and 
distribution and always valued in re- 
ports upon a market basis. 

New Business Nearly Thirteen Million 

The reports received and disposed of 
by the directors indicated an unusually 
prosperous half year. The income 
amounted to $5,067,070.07; from  pre- 
miums, $3,091,970.30; from interest and 
rents $1,668,231.78; from life annuity 
considerations $287,848.31; and from all 
other sources $19,119.68. The insurance 
issued and revived amounted to 5,988 
policies for $12,946,524.40 and the total 
outstanding insurance advanced to 100,- 
452 policies, amount $199,822,398.59. 

The company has steadily increased 
the proportion to total outgo of amounts 
paid to policyholders. Its work in this 
respect reached its greatest efficiency 
during the last six months. It paid 
them in varying benefits the sum of $3,- 
462,660.76, distributed as follows: 
Death Claims, paid immediately on 
proof of death, $914,338.55; Cash Values, 
paid members who surrendered their 
policies, $788,617.21; Endowments, paid 
at the completion of their terms, $729,- 
391.96; Dividends paid policyholders, 
$714,611.44; Life Annuities, $315,701.60. 
The total payments to policyholders 
since organization now equal $74,071,- 
498.38. 

Satisfactory Experience 

While the National Life is now in its 
sixty-sixth year, it has never enjoyed 
a more satisfactory and effective insur- 
ance and investment experience. Its 


mortality during the past six months 
was lower than the average for twenty 
years, its rate of interest earning was 
higher and it continued, through econ- 
omy of management, to reduce the ex- 
pense ratios so as to result in yet lower 
insurance costs to the insured than 
heretofore. The net ledger assets on 
July 1, 1915, amounted to $60,484,572.08, 
composed of first mortgage loans on im- 
proved real estate, mostly farm lands, 
$27,655,653.84; municipal bonds, $20,746,- 
954.03; of loans to policyholders on the 
collateral of their policies, $10,591,- 
468.38; and of real estate, offices of the 
company in Montpelier and Boston, 
$235,000. The strength of the com- 
pany’s insurance, as well as of its as- 
sets, is well indicated by the fact that 
its interest earnings are more than 
twice as large-as the net experienced 
claims by death. 





DISCUSSED AT PORTSMOUTH 
Light Thrown on Group Business and 
Income Insurance by Equitable 
Life Agents 








The program of the Eastern Centu 
Club which held a meeting in wea 
mouth, N. H., was interesting from 
many points, including the subjects dis- 
cussed which were as follows: 

Gettinge the application: (a) in ru- 
ral districts; (b) in cities and towns. 


Specialties: (a) business insurance; 
(b) group insurance. 


Income insurance. 


The company back to the agent. 

Policy Contracts and Special Fea- 
tures: various insurance and annuity 
contracts, emphasizing the Convertible 
Policy, the Income Bond, the Refund 
gta and the new disability privi- 
ege. 


INCOME CORPORATION BOND 

The George Washington Life, of 
Charleston, W. Va., is offering the pub- 
lic this month its new monthly income 
coupon bond policies. The company 
says: 

“The mistake insurers and our agents 
are liable to make in regard to the bi- 
monthly policy is that the income is 
not sufficient. But there is no reason 
why a number of these policies should 
not be purchased, which will provide 
all the income any insurer is able to 
provide for his family.” 

The company will inaugurate its new 
bi-monthly policy next month. 





The Syracuse, N. Y., Herald, is one 
of the daily papers which runs a weekly 
life insurance department, under the 
auspices of a local life underwriters’ 
association. It is interesting, breezy. 
full of short timely articles and essen- 
tially readable 

Unfortunately at the end of the last 
column the Herald prints the word 
“Adv.” thus depriving the matter of 
a great deal of effectiveness. 











STRENGTH OF 
GIBRALTAR 





. During 1914 The Prudential’s 


expense-rate was the lowest in its history. 
remarkable record while issuing and reviving the largest 
amount of life insurance ever recorded in a single year 
by any company in the world. 
two-handed efficiency, this achievement will stand un- 


approached for many a day. 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 


Incorporated Under the Laws of the State of New Jersey. 





As an example of 


It made the 





Home Office, NEWARK, N. J. 
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MET. AGENTS AVERAGE $23.69 


EIGHT YEAR INCREASE OF 50% 
Seventeen Thousand Employes Average 
$22 Weekly Male; $13 Weekly 
Female—Welfare Work 

The Metropolitan Life has made pub- 
lic some interesting facts regarding its 
relations to agents and employes. 

The Company has 17,000 employes. 
The average earnings of male clerks is 
$22; average earnings of women 
clerks, including bonus, is $138. As a 
matter of fact the Metropolitan pays a 
minimum wage of $9 a week to women. 
The average pay of women clerks in 
the home office, exclusive of bonuses, 
is $11.06 a week; for men $22.51. 

In the last eight years the average 
earnings of agents has increased by 50 
per cent., and is now $23.69 a week. 
The bonus system adds to the salaries 
of home office employes thus: 

After three years 

After six years 

After nine years 

Fach year thereafter...........00. 200 

At a cost of $234,058.15 the Company 
paid allowances to 555 retired and dis- 
abled field employes in 1914, and siml- 
lar payments to home office employes 
amounted to $121,998.50. 

Staff Savings Fund 

For fifteen years the Company has 
maintained a Staff Savings Fund, open 
to all employes receiving less than $3,- 
000 a year. Deposits are limited to 5 
per cent. of the depositors’ earnings, 
and the Company subscribes a sum 
equal to 50 per cent. of each deposit. 
A home office clerk whose deposits 
amount to $1,565, has to his credit 
through company contributions, profits 
of the fund, etc., $4,042; a superintend- 
ent has deposited $1,192, and has $3,540 
to his credit; the total deposits and 
contributions on December 31 were $2,- 
617,495.51. The Company offers disa- 
bility insurance to its force, “making 
sickness benefit a matter of contract 
rather than of favor”; it maintains a 
hospital, daily eye, ear and throat 
clinics, a dental clinic to examine 
everybody’s teeth twice a year. In 1914 
patients to the number of 1,948 made 
23,090 visits to the hospital dispensary. 
There are vacation funds, libraries, 
educational facilities, recreational and 
athletic societies. 

Lunch Service 

On every business day now 175 men 
and women in the commissary and 
laundry of the building labor in prepa- 
ration of a wholesome midday meal, 
which is served without charge to the 
3,800 employes in two dining rooms, 
one for men and one for women, each 
accommodating 900 at a time. The 
meals cost twenty-one cents each. The 
menu for September 1, taken at ran- 
dom from the records of the chef, 
shows what is provided for the force: 
Vegetable Soup. 

Beef and Smoked 

Tongue. 
Lettuce Salad. 
Strawberry Ice Cream or Corn Starch 
Pudding. 
Milk. Buttermilk. 
Bread and Butter. 

3etter for the inner man this well 
selected meal than two or three cream 
puffs and a glass of soda water for a 
tired girl; conceivably more nearly 


Cold Corn Beef 


Tea. Coffee. 


adapted to the needs of a robust man 
than a couple of light and a herring 
from the marble topped counter at the 
corner. But this restaurant service is 
not a charity: 

“No charge is made for the luncheon, 

“To insure efficiency the Company 
finds it good policy to provide these 
nourishing meals for each of its em- 
ployes. 

“This luncheon is not considered a 
gratuity, but rather as a supplement to 
the wages, even though they are as 
high as, if not higher than, wages paid 
to others in the same line of work.” 

New York Sun Editorial 

After discussing these activities of the 
Metropolitan, and others of the Com- 
pany, including the Visiting Nurse 
Service, publication of welfare books, 
Health and Happiness League, Mt. 
McGregor Sanitarium and City-Clean-up 
work, the New York Sun concluded a 
two column editorial Sunday under the 
heading “What One Soulless Corpora- 
tion Does,” as follows: 

“The officers of the Metropolitan are 
not blind to the public aspect of work 
of this kind. They gladly contribute it. 
Yet they are the last to assert that 
they are not, as managers of an insur- 
ance company, selfishly interested in 
it. Their attitude is that what they are 
doing is good for their trust, and good 
for the people generally; and the peo- 
ple generally are fortunate that a soul- 
less corporation indulges itself in this 
broad conception of its duties.” 





MONTHLY INCOME POLICIES 
R. J. Mix, New York Manager of Pru- 
dential, Discusses Advantages In 


Characteristic Manner 


In discussing the advantages of the 
monthly income policies, Robert Mix, 
New York manager of the Prudential 
cited the case of a Pittsburgh man who 
had died and left his wife $300,000 
insurance. 

“That’s a lot of money, isn’t it?” 
asked Mr. Mix. “His widow was well 
fixed for life, wasn’t she? Well, let’s 
see about that.” 

Mr. Mix then told of the way this 
woman through ill advised investments 
had in the short space of one year lost 
all she had. She is now running a 
boarding house. He pointed out the 
fact that if her husband had had tore- 
sight enough to protect his wife and 
her money after his death he would 
have taken out a monthly income pol- 
icy. According to Mr. Mix the widow 
would now be receiving $1,800 a month 
for the rest of her life. He continued: 
“No business man has a right to make 
a venture in which the chances are ten 
to one against him. Few business men 
would take a chance like that if they 
knew what they were doing—a man is 
not justified in bucking against an al- 
most dead certainty, and I say to you, 
my friends, that the chances are at 
least ten to one that the proceeds of 
an old-fashioned life insurance policy 
will not be invested in such way. or 
kept invested in such way, as to re- 
main intact and produce a fixed income 
permanently after the death of the in- 
sured! Experience has proven that to 
be the case and as against this, you and 
I know—know—know positively that 
the principal of a Monthly Income pol- 
icy cannot be dissipated—cannot be 
loaned—cannot be stolen!” 


— 
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A CORRESPONDENCE COURSE OF 
INSTRUCTION IN LIFE INSURANCE 








Among the many advantages enjoyed 
by representatives of The Equitable Life 
Assurance Society of the United States 
is a Correspondence Course of instruction 
dealing with the fundamentals of life 
underwriting and the practical side of 
field work. 


While the Regular Course of 27 Lessons 
and Official Answers are _ reserved 
exclusively for Equitable representatives, 
the Preliminary Course consisting of 3 
Lessons will be sent to anyone on request. 


Address: 
Correspondence Course Bureau 


The Equitable Life Assurance Society 


OF THE UNITED STATES 
P. O. Box 555 
New York City 











Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








MERIDIAN LIFE 
INSURANCE COMPANY 


INDIANAPOLIS, IND. 


We have Liberal Agency Contract awaiting a High Grade 
Producer in Eastern Missouri 


WRITE THE COMPANY FOR MORE INFORMATION 

















individuality at its full value. 





Solicitors are like gizzards, no good without grit. 


mean the realization of all your dreams. 





; How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? Ambition is the main- 
spring of success, but a mainspring has no force unless you wind it up. Grit is the key with which you can do the winding. 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. 
good position in a state where only eleven companies wrote as much as a million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” If you have the grit to make a change and a reasonable 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
The president of this Company is W.T. Crawrorp; Vice-President and General Manager, THomas P. 


Lioyp, M. D.; Superintendent of Agencies, W. M. Lrxpsey, all of Shreveport, La. 
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MORE SIX MONTHS’ FIGURES 
FELL OFF IN SOUTH SOMEWHAT 
pusiness in War Munitions Offsets 


Some Depression Caused by Euro- 
pean Conflict 











The astern Underwriter prints be- 
jow additional returns for the first six 
months of 1915, compared with first 
six months of 1914. The war supply 
pusiness is counteracting in a measure, 
depression caused by the European con- 


Piscbicen Mutual Life, Detroit, reports 
new business on issued basis, excluding 
office additions: 1915, $4,399,384; 1914, 
$5,146,186. , 

The company says that the decrease 
in the new business written was due 
to conditions in the South. Elsewhere, 
returns were satisfactory. 

One Southern company that made an 
extensive gain was the Inter-Southern 
Life, Louisville, which reports as fol- 
jows: 1915, $3,882,650; 1914, $2,100,446. 
This company re-insured another com- 
pany some months ago. 

The Conservative Life of South Bend, 
Ind., reports a decrease in cost of opera- 
tion of over 30 per cent. in 1915. Six 
months’ figures follows: 1915, $483,- 
952; 1914, $955,125. Increase in insur- 
ance in force first six months of 1915, 
$254,250. Increase in insurance in 
force first six months of 1914, $250,750. 

The new business of the Royal Union 
Life, Des Moines, first six months of 
1915 is $2,519,239; 1914, $2,535,325. 

Security Mutual Life, Lincoln: 1915, 
$819,271; 1914, $362,160. The company 
issued a new line of policies in 1913 
and does not contemplate any change 
for some time. It does not expect to 
make any special campaign for busi- 
ness in the next six months, but hopes 
to show a good increase. 


New Lincoln National Policy 

The Lincoln National Life, of Fort 
Wayne, does not contemplate issuing 
any new policies during the remainder 
of 1915 for the reason that it got out 
an entirely new line of policies Janu- 
ary 1 of this year. However, it sup 
plemented this on July 1 with a con- 
tinuous instalment monthly income pol- 
icy on the ordinary life and 20 payment 
life plans. The company’s paid-for busi- 
ness first half of 1915 was $2,619,410; 
same period last year, $2,319,794. 

The business of the United States 
Annuity and Life, Chicago, for first six 
months of 1915 amounted to $2,400,000. 
The company says: “We hope to push 
for business in an active way during 
the balance of the year and probably 
will have some special features which 
can be announced more definitely 
later.” 

The Mid-Continent Life, Muskogee, 
Okla., issued business for the first six 
months of 1914 to the amount of $739,- 
472; and for same period this year, 
$743,663. 

The Old Line Life, Milwaukee, says: 
“Our written business to date is the 
largest in the history of the company 
since organization.” 

The Public Savings Life, Indianapolis, 
wrote for first six months of 1915, $4,- 
682,916; first six months of 1914, $4,- 
346,211. At this time the company does 
not contemplate issuing any new forms 
of policies or inaugurating any special 
campaign for business during balance 
of year. 

The Franklin Life, of Springfield, Ill., 
reports paid-for business as follows: 
1915, $3,770,075; 1914, $4,555,713. 

The Home Life, of Philadelphia, in 
frst six months of 1915 placed and paid 
for $2,560,671 as against $2,357,659 for 
first six months of 1914, in both indus- 
trial and ordinary branches. 


Report of a Southern Company 
W. H. Wootton, second vice-president 
of the Maryland Life, said: “During 
the first six months of 1915 we issued 
$755,641 as compared with $742,769 for 
4. We considered this a decided 
gain for two reasons, first, that our 
business being almost entirely in the 








South was severely injured by the war, 
and secondly, that the big volume of 
applications came in during the latter 
part of June too late to be issued before 
the beginning of this month. We have 
no present plans for issuing any new 
policies, but expect to continue our 
strong campaign for new and better 
agents, a campaign which has alréady 
proven its value.” 

The Western and Southern Life, of 
Cincinnati, reports that the new busi- 
ness writings in ordinary department 
for first six months of 1915 aggregate 
$1,821,300. For the same period of 1914 
the amount in question was $1,812,400. 

Indiana National Life, Indianapolis, 
reports $1,507,500 issue for first six 
months of 1915; $865,500 for first six 
months of 1914. 


The Colonial Life, Jersey City, figures 
follow: 1915, $6,238,492; 1914, $5,884,- 
236. The company does not contem- 
plate the issue of any special forms 
during balance of the year. 

The Volunteer State Life, Chatta- 
nooga, reports $2,728,262 for 1915; $2,- 
543,765, 1914. 

The Midland Life, Kansas City, 1915, 
$1,229,000; 1914, $1,225,000. 


Missouri State Life 


Actuary George Graham, of the Mis- 
souri State Life, said to The Hastern 
Underwriter: “The written business of 
this company for the first six months 
of the present year amount to $16,554,- 
088, and for the corresponding period 
in 1914 the amount was $16,484,906. 
Our insurance account June 30 stood 
at $101,230,728. 


“We have not yet made any plans for 
the issuance of any new forms of poli- 
cies in the immediate future. Possibly 
you noticed that we have just placed in 
the hands of our agents a new policy 
on the Non-participating, Ordinary Life 
and Twenty Payment Life Plans, pro- 
viding for settlement in the form of a 
monthly life income with instalments 
guaranteed for a period of five years 
certain. We have also recently been 
endeavoring to create some interest in 
our Exchangeable Endowment Insur- 
ance for Children.” 

The Pan-American Life six months’ 
figures follow: 1915, $4,425,265; 1914, 
$3,557,628. 

Louisiana State Life: 
1915, $418,500. 

Louis St. J. Thomas, secretary of the 


1914, $525,000; 


Two-Republics Life Insurance Com- 
pany, El Paso, said to The Eastern 
Underwriter: 


“We beg to advise you that the 
amount of our paid-for business for the 
first six months of 1915 is $722,492, and 
for the first six months of 1914 it was 
$843,643. You will notice a slight de- 
crease; but we hope to make it up in the 
last six months of this year. Changes 
in the personnel of the company had 
something to do with this as well as 
the low price of cotton and the floods 
in central Texas.” 

The Farmers & Bankers, of Wichita, 
Kan., did a paid-for business during first 
six months of 1915 of $2,127,500, as 
compared with $1,785,960 during 1914. 

The Capitol Life, of Denver, issued 
in 1915 $2,754,250; 1914 six months, $2,- 
206,500. 


The company is putting out two new 
forms of policies, viz.: Limited Pay- 
ment Life of Endowment, and Ordinary 
Life Rate Limited Payment. 

John M. Ashby, vice-president of 
the Farmers’ National Life, Chicago, 
said this week to The Eastern Under- 
writer: 

“Our issued business for the first 
six months of 1914 was $646,000, and 
for 1915, $964,500. I also want to give 
you the issuing for the second quarter 
of the year, this includes the months 
of April, May and June for each year. 
In 1914 we issued $393,750, and for the 
second quarter of 1915 we issued $625,- 
250. I give you this second quarter to 
show you that the company is growing, 
that its second year is better than the 
first one. This is all good business.” 





UNDERWRITER 
N. E. TURGEON IS LIFE MAN 
GOES WITH UNION CENTRAL 





President of Insurance Federation of 
New York Active Figure at Buffalo 
for Years 





Major Newton E. Turgeon, formerly 
with Knoll & Turgeon, general agents 
of the casualty department of the Aetna 
Life, has been appointed general agent 
of the Union Central at Buffalo, with 
territory including eighteen counties in 
Western New York and Northwestern 
Pennsylvania. 

A Good Appointment 

The Union Central Life is to be con- 
gratulated upon this appointment. 
Major Turgeon has a reputation in this 
State for a high degree of efficiency as 
an insurance man and for integrity of 
arare type. He is the president of the 
Insurance Federation of New York 
State, and has always been active in 
all matters that interest insurance men. 
At conventions he has been a promi- 
nent figure. 

Major Turgeon got his title from the 
national guard. His early experience 
was in the bicycle business. Going to 
Buffalo he eventually became a member 
of Knoll & Turgeon, writing a large 
business in accident and liability, and 
after the new compensation act became 
effective, in compensation. He severed 
his connection with Knoll & Turgeon 
several months ago, and there has been 
considerable speculation as to where 
was the company with which he would 
form an alliance. 





BLOODWORTH WITH GERMANIA 





Former President of St. Louis Associa- 
tion To Make Headquarters in 
Chicago 





James W. Bloodworth, until recently 

and during the past three and one-half 
year general agent for the Home Life 
of New York at St. Louis, Mo., and 
previously for ten years with the Union 
Central Life at Cincinnati, has been 
appointed general manager for North- 
ern Illinois with headquarters at Chi- 
cago for The Germania Life Insurance 
Company of New York. 
Mr. Bloodworth is a successful life 
insurance man of wide experience. He 
is active in Life Association work and 
was president of the St. Louis Life 
Underwriters’ Association in 1914. 


TRAVELERS’ FIGURES 
Deaths Among Life Policyholders in 
1914—3.4 Per Cent. Died Within 
First Year 
The Travelers Insurance Company 
gives the following table showing mor- 

tality among policyholders in 1914: 





Died in No. Amount 
st Year of Policy ............ 37. «=: $117,649.73 
ee WO BE REE occaconsseae 47 124,216.01 
3d to sth Year of Policy ...... 125 345,682.43 
6th to roth Year of Policy ... 18 543,821.88 
th to 20th Year of Policy .. 334 1,059,250.57 
UES ME WOE wcvvincavescass 344 695,946.51 

1,076 $2,886,567.13 
3-4 per cent. died within ist Year of Insur- 
ance. 
7.8 per cent. died within the first 2 Years of 
Insurance. 
19.4 per cent. died within the first 5 Years of 
Insurance. 
37.6 per cent. died within the first 10 Years 


of Insurance. : . 
68.0 per cent. died within the first 20 Years 
of Insurance. 


Every man included in this list was 
under the necessity of undergoing a 
physical examination and consequently 
each and every one was in good physi- 
cal condition at the time he took out 
his policy, yet 7.8 per cent. of the total 
number of deaths were of policyhold- 
ers who died during the first two years 
of insurance. The advantage of selec- 
tion is presumed to continue for a pe- 
riod of about five years, and yet during 
this five year period 19.4 per cent. of 
all the policyholders who died had car- 


ried their insurance only from one to 
five years. The danger of postponing 
the purchase of life insurance is evi- 
dent. 

The table is also a very forceful 
demonstration of the advantage of in- 
surance over saving and investment in 
providing a certain competence for the 
protection of the family. 

The premium of an Ordinary Life 
policy at age 35 for $1,000 if deposited 
regularly in a savings bank would at 
four per cent. compound interest 
amount to approximately $1,000 in 
twenty-seven years. The premium on 
a 20 Payment Life policy at age 30 for 
$1,000 if deposited regularly in a sav- 
ings bank would at 4 per cent. com- 
pound interest amount to $1,000 in ap- 
proximately twenty-three years. 

Over 68 per cent., therefore, of those 
who died would not have been able to 
save the amount of their insurance and 
the measure of their failure in dollars 
and cents would vary from almost the 
total amount of insurance in the early 
years to a considerable amount even at 
the end of twenty years. 

Four per cent. is the maximum rate 
of interest paid by savings banks. 





NEED UNIFORM STANDARD 





Too Many Tests for Albumin and for 
Detection of Sugar, Says 
Dr. Wehner 





The Fidelity Mutual Life is about to 
inaugurate a system of head office ex- 
amination of the urine of applicants. 
It will be particularly the effort of the 
company to make the search for al- 
bumin and sugar approach a uniform 
standard. ‘A prominent insurance com- 
pany with the uniform standard end 
in view found that out of 100 examin- 
ing physicians taken from their lists 
at random, ten different tests for al- 
bumen and eleven different methods or 
combinations of methods for the detec- 
tion of sugar were being used. 

This led Dr. William H. E. Wehner, 
medical examiner of the Fidelity Mu- 
tual to say: 

“Indifferent methods and poor tech- 
nique are by no means uncommon, and 
I have heard that a glance, a sniff and 
the washstand bowl, or a garden-lawn, 
occasionally take the place of the Bun- 
sen burner, the urinometer, and ap- 
proved examining procedure by the use 
of chemicals. Unless there be uniform- 
ity of procedure in the chemical work, 
necessary to each examination, results 
will be unsatisfactory, for the personal 
element in the examiner and the out- 
come of the teaching of the numerous 
medical schools, will continue to mould 
opinion. Improved and refined tech- 
nique in any branch of medicine will 
never harmonize with indifferent and 
careless methods. 

“I have meditated long into the night 
hours on more than one occasion, as 
to how best to meet these objections. 
A future consultation and conference 
with my honored colleagues may de- 
velop a satisfactory solution. A sug- 
gestion, I believe, to limit the tests for 
albumin to three, and those for sugar 
to the two foremost satisfactory copper 
solution, checked, where necessary, by 
the yeast-test or polorioscope, upon sam- 
ples passed after a carbohydrate or 
glucose meal, I think may be efficient 
and timely.” 





GANTZ ENTERTAINMENT 





State Mutual Agents in Baltimore At- 
tend Dinner and Ball Game— 
Business Gain 





Charles R. Gantz, general agent of the 
State Mutual Life at Baltimore, Md., 
entertained fourteen of the Maryland 
agency staff at dinner at the Baltimore 
Country Club. Previous to the dinner 
the party attended a baseball game at 
the Federal League Park. 

The agency completed one of the 
most successful six months of business 
in its history, and for the past two 
months has been doing just a little 
better than $100,000 a month. 
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DEATH GAMBLING CHARGE 


ANSWERED BY BANKERS’ LIFE 
Old Objection to Insurance Again En- 
countered in Nebraska—Arguments 
of Company 


The old allegation —_ — p< 
ambling was recently put up to 
Saent of the Bankers’ Life of Lincoln, 
Neb. That company has addressed a 
communication to agents on the subject. 
It would be impossible to separate 
chance from any business venture. It is 
in life insurance the same as in other 
activities of men. The man who buys 
real estate speculates as to its advance 
and to the extra profit possible. The 
man who buys stocks expects to see 
them rise on the market. The man who 
buys a farm expects its value to en- 
hance. The man who handles merchan- 
dise, takes the chance of his wares be- 
ing salable and of his ability to sell at 
an advance to give him as large a profit 
as possible. And so in life insurance, 
the man who buys it, knows that there 
is a chance that he will not live to pay 
the cost of the insurance and he knows 
that in the course of years as he lives 
and pays that a portion of that which 
he pays into the company will go to pay 
death losses of those who fall by the 
way-side and whose policies are paid in 
full, although only a very small pro- 
portion of the money received was by 
them paid in to the company. This can 
be called gambling if one wants to say 
something severe, because it is chance 
the same as chances in all other activi- 
ties. If the element of chance did not 
enter, returns could be made exact and 
equal to everyone but in this life, that 
is impossible. 
No Deception in Contracts 
Every policy of insurance is a con- 
tract and the specifications covering the 
contract are fully and clearly set forth. 
It is in the hands of the purchaser 
which kind of insurance he wishes. 
Companies are prepared to sell such in- 
surance as men think most fits their 
needs. Some buy insurance on which 
they pay their entire life time, contract- 
ing to do so and to receive a stipulated 
amount at death. This is the most in- 
expensive because no returns come to 
such policyholders but only to benefi- 
ciaries after the death of the insured. 
Others prefer to buy insurance that 
will be paid up in a term of 
years. Some will buy insurance, know- 
ing that whatever profits accrue on the 
money invested, will go to the company 
and not to themselves. Others buy in- 
surance which they pay for in a term of 
years and whatever earnings accumu- 
late after the policy is on an earning 
basis, comes back to them in the form 
_of annual dividends. Others buy in- 
surance paying for a term of years, 
leaving whatever earnings are made 
on the policy at interest with the com- 
pany as a savings and investment 
feature to come back at the day of 
settlement in additional earnings. 
Each contract of these and other va- 
riations, stipulates exact conditions 
and the buyer selects that which ap- 
peals to him as the best investment. 
The man past middle life does not 
look at insurance in the same way as 
the young man. He sees and appre- 
ciates the fact of death and to him 
comes the personal suggestion that 
the chances are that he will not live 
out the payment period and so he buys 
insurance, rather expecting that the 
chances are that the company will 
lose on his investment and he be the 
gainer. It would be difficult, however, 
to denominate this as gambling. The 
young man, who feels that he will live 
forever does not want insurance that 
he will be paying on for a life time, 
but the appeal comes to him to buy 
that which he can pay out in a term 
of years; insurance which will con- 
serve the earnings on his policy, ex- 
pecting as he does to live long after 
its maturity and hoping to reap bene 
fits in the way of savings and accumu- 
lations. 
The Element of Chance 
“Two men, past middle life buy the 


first kind of insurance; one lives to 
pay for many years; one dies in a 
few years,” says The Bankers’ Life. 
“Shall the one who dies in the few 
years and who pays little in, be called 
a gambler as against the man who 
pays much in and who does his part to 
pay the loss of the one who dies soon? 
Both knew and _ understood the 
chances when they took their policy 
contracts. Two men in early life buy 
term deferred dividend insurance, 
their contracts specifying exactly what 
they are buying and the conditions. 
They preferred this insurance not- 
withstanding the fact that one may 
die before the term is completed and 
receive the face of his policy only 
while the other will live on and secure 
dividend accumulations. The policy 
contracts are direct and plain; both be- 
lieve that they will live to participate 
in dividend earnings; one does not, 
however, but he gets the full face of 
his policy which is double or treble 
the amount he has paid in. The other 
policy goes on and at the settlement 
of the term, secures its proportionate 
dividend earnings. There is the same 
element of chance in one dying and the 
other living that there was in the case 
of those who took ordinary life, no 
dividend insurance and there was no 
more gamble in one case than in the 
other case. Contracts in both instances 
were specific; the insured in both cases 
followed their own judgment; chance 
which enters into everything played 
its part but in the sense of gam- 
bling in the general acceptance 
of the term, there was no more in one 
case than in the other.” 





THOUGHTS FROM WELLINGTON 


Texas Man’s Latest Batch of Epi- 
grams—The Men Who Build Up 
Companies 


Here are the latest insurance say- 
ings of J. F. Wellington, a Texas pro- 
ducer with an unique personality. His 
company is the Great Southern Life. 

The men who build life insurance 
companies are those who follow the 
blind trails into the woods and across 
the prairies. The ones who take a 
rate book for a companion, a blank ap- 
plication for baggage and journey into 
the inaccessible haunts of the unin- 
sured preaching the gospel of life in- 
surance. The ones who fight files, 
fleas, mosquitoes, rattlesnakes and 
other competitors; the ones who fore- 
go the comforts of home and endure 
bad hotels, bad livery rigs, bad roads, 
sand, dust, mud and rain; the ones 
who stand the physical punishment 
and get the business just for the pure 
love of the game and a slight hanker- 
ing for the almighty dollar. They are 
the boys who build the companies. 

If you want to make money out of 
the life insurance business you will 
have to get into the field. If you want 
to see how long you can wear one shirt 
without soiling it, the office is the 
place for you. 


When you go into the field to sell 
life insurance you don’t sell the age 
of your company; you don’t sell the 
size of your company; you don’t sell 
the assets of your company; you don’t 
sell the surplus of your company. 
What you do sell is the policy contract 
issued by your company. 


Competition in life insurance is like 
the string of hacks that stood in front 
of the Washington residence of the fa- 
mous Bob Ingersoll one night many 
years ago. Col. Tom Ochiltree had 
been spending the evening with Inger- 
soll. When he started for home at a 
rather late hour Mr. Ingersoll accom- 
panied him to the top of the steps and 
said to him: “Now, Tom, when you 
get down to the curb you will see a 
long string of hacks. You get into the 
first one you come to, the rest of them 
are not there.” When you sift compe- 
tition down to brass tacks you will 
never find more than one of them 
there. The thing to do is to climb on 
and ride him home. 

Mr. Wellington is an officer of the 
company’s $200,000 club. 








Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America”’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N.Y. 








Life Insurance and Texas 


| 





Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 
quately insured. We want ten or a 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 


dozen more good field 


DALLAS, TEXAS 








*\ The Texas Life Insurance Company 
OF WACO, TEXAS 
Is the pioneer life insurance company of 
the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS 


REMEMBER 











JOHN G. HOYT 
Vice-President 


E. P. MELSON 
President 


MISSOURI 
STATE LIFE 


Salable - 
Policies 
Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 








Perfect Protection Policy 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 


pects. Gives you a nee to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company 
of Pittsburzh 
FARMERS BANE BUILDING 
PITTSBURGH, PENNSYLVANIA 











BUSINESS IS GOOD 


Our field representatives have found business good in the 
first six months of 1915. They say the future also looks good 
They are progressive, happy, and satisfied. Ask 


to them. 
them the reason. 


We occasionally have an agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 
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AGENCY LICENSING POWERS 


CONSTITUTIONAL 





SECTION 91 





Decision in Case of Stern vs. Metre- 
politan Fixes New York Depart- 
ment’s Responsibility 





Section 91 of the New York insur- 
ance laws, governing the licensing of 
agents, is constitutional. It has so been 
decided by the Appellate Division of 
the Supreme Court, following conflict- 
ing rulings by two justices of the New 
York Supreme Court—Guy and Green- 
baum. 

The iatest decision was delivered a 
few days ago, the case being that of 
Solomon Stern vs. Metropolitan Life. 
Stern is the tailor who went to the 
Metropolitan Life and asked the com- 

y if it would consider writing a 
fraternal insurance group, and later 
made a demand for a high commission. 
The Metropolitan claimed that he had 
nothing to do with the actual soliciting 
or writing of the business. The point 
was also made that he was not a li- 
censed agent of the Metropolitan. 

Stern then brought suit for commis- 
sions. Losing the first issue he brought 
another suit for a large amount. 

The Latest Decision 

The decision of the Appellate Divi- 
sion of the Supreme Court, is written by 
Justice Hotchkiss, and is important as 
it defines the right of the appointment 
and revocation rights of the insurance 
superintendent regarding agency li- 
censes. It follows: 

Hotchkiss, J.—Plaintiff sues to re- 
cover commissions alleged to have been 
earned by him in placing insurance 
with the defendant company. The de- 
fense demurred to alleges that the 
plaintiff had no license to act as agent, 
as prescribed by section 91 of the In- 
surance Law. This section provides 
that no life insurance company doing 
business in this State shall pay to any 
person any commission for services in 
obtaining new insurance unless such 
person has procured a certificate of au- 
thority to act as agent of said com- 
pany as in the section provided, and 
that no person shall act as agent or 
receive any commission for services in 
obtaining new insurance for such life 
insurance company without procuring 
such a certificate. The section further 
provides in part as follows: 

“Such certificate shall be issued by 
the superintendent of insurance only 
upon the written application of persons 
desiring such authority, such applica- 
tion to be approved and countersigned 
W the company such person desires to 
represent, and shall be upon a form 
approved by the superintendent of in- 
surance, giving him such information 
as he may require. The superintendent 
of insurance shall have the right to re- 
fuse to issue or renew any such cer- 
tificate in his discretion.” 

Section was Held Unconstitutional 

The section was held unconstitutional 
by the court below on the ground that 
it vests in the superintendent an un- 
restricted discretion to grant or with- 
hold a license at his pleasure, unregu- 

by any common standards of 
qualification or conditions whatsoever, 
and thus vests arbitrary power in the 
superintendent to prevent any person 
from pursuing a lawful calling. The 
right of every person to pursue any 
lawful business or calling is, of course, 
subject to the paramount right of the 
State to impose such restrictions and 
Tegulations as the protection of the 
public may require (People vs. War- 
den City Prison, 183 N. Y., 223). ‘This 
bower must be exercised, however, in 
conformity with the constitutional re- 
quirement that the restrictions imposed 
Must operate equally upon all persons 
Pursuing, or seeking to pursue, such 
calling or occupation, under the same 

Stances. In Hauser vs. North 
British & Mercantile Ins. Co. (152 App. 
Div., 91, aff'd 206 N. Y., 455) it was 
held that the Legislature has the right 
to regulate the business of soliciting 


fire insurance and to require that those 
seeking to engage therein shall first 
secure a license from the State authori- 
ties, although it was held in the same 
vase that the section of the statute 
then under consideration was void in 
that it undertook to limit the right to 
e~gage in the business of fire insurance 
agent or broker to such persons as in- 
tended to carry on such business as 
their principal occupation or in. connec- 
tion with a real estate business. 

It is not contended that the business 


of soliciting life insurance is, inherent-° 


ly, to be distinguished from that of sol- 
iciting fire insurance, and the two busi- 
nesses were classed together by Mr. 
Justice Miller, who wrote for this court 
in the Hauser case (152 App. Div., p. 
93): “I think the vice of the respond- 
ent’s position lies in the assumption 
that the statute is not susceptible of 
any construction save one which would 
make it unconstitutional. It is well 
settled that if a statute is susceptible 
of two constructions, by one of which 
it would be unconstitutional and by the 
other valid, the latter construction 
should be adopted rather than the 
former (People ex rel. Nechamcus vs. 
Warden, etc., 144 N. Y., 529; People ex 
rel. Lieberman vs. Van De Carr, 199 
U. S., 552). We may not presume, 
therefore, in the absence of language 
indicating a contrary intent, that the 
Legislature intended to grant to the 
superintendent of insurance unrestrict- 
ed power or unregulated discretion, or 
that in refusing a certificate he will act 
arbitrarily or oppressively. 

I think the principles announced in 
many cases, but nowhere more deci- 
sively than in People, etc., vs. Van De 
Carr (supra), are controlling. That case 
involved section 66 of the Sanitary 
Code of the City of New York, which 
provided that “no milk shall be received, 
held, kept, offered for sale or delivered 
in the City of New York without a 
permit in writing from the Board of 
Health and subject to the conditions 
thereof.” The section was attacked on 
substantially the same grounds as are 
urged to defeat the section of the In- 
surance Law now under consideration. 
The decision of this court (81 App. Div., 
128) holding the act to be constitutional 
was affirmed by the Court of Appeals 
(175 N. Y., 440) and by the Supreme 
Court of the United States, where the 
opinion of Mr. Justice Day cited with 
approval a portion of the opinion of this 
court, the gist of which was that in 
cases where the State has the power 
to regulate a business or occupation 
it may confer discretionary power upon 
administrative boards to grant or to 
withhold permission to carry on such 
business or occupation, and that there 
is no presumption that a power so 
granted will be arbitrarily or improp- 
erly exercised (see also Village of Sara- 
toga Springs vs. Saratoga G., etc., Co., 
191 N. Y., 123). In case it should be, 
the law will afford relief to the injured 
person (People ex rel. Lodes vs. Dept. 
of Health, 189 N. Y., 187). 

Power of Superintendent 

Furthermore, the express terms of 
the section in question leave no basis 
for the claim that the superintendent 
is given arbitrary or capricious power 
or that he should not act under the 


regulations and conditions applicable to 
all alike. The language used is: “Such 
certificate shall be issued by the super- 
intendent of insurance only upon the 
written application of persons desiring 
such authority, such application to be 
approved and countersigned by the com- 
pan. * * and shall be upon a 
form approved by the superintendent 
of insurance, giving him such informa- 
tion as he may require.” Then follows 
the clause: “The superintendent * * 
* shall have the right to refuse to issue 
or renew any such certificate in his dis- 
cretion.” The requirement that the ap- 
plicant shall have first secured the ap- 
proval of the company he seeks to rep- 
resent is manifestly proper and is one 
step toward the adoption of a uniform 
system. ‘I'he further provision that the 
application shall be “upon a form” ap- 
proved by the superintendent, which 
form shall give him “such information 
as he may require,” clearly contem- 
plates the adoption of a common stand- 
ard for all applicants, but retaining in 
the superintendent, according to the 
provision last quoted, authority to de- 
termine whether the applicant conforms 
thereto. 

The order sustaining the demurrer 
should be reversed, with $10 costs and 
disbursements, and the motion denied, 
with $10 costs, with leave to plaintiff 
to withdraw demurrer on payment of 
costs. 

All concur. 





“AETNA DAY” AT EXPOSITION 

Thursday, October 7 has been desig- 
nated as “Aetna Day” at the Exposi- 
tion. W. L. Mooney, agency supervisor, 
writes to the World’s Insurance Con- 
gress Commission that at least 600 or 
700 agents will attend the Aetna Life, 
Aetna Accident & Liability and Auto- 
mobile Insurance Company conventions 
at San Francisco during the first week 
of October. 





Cupid has been busy with the Min- 
neapolis staff of the Phoenix Mutual 
Life. The marriage of Theodora Ellis, 
daughter of Manager B. E. Ellis, and 
Lee L. Kennedy is announced. 





S. SAMUEL WOLFSON 
District Manager 
Equitable Life Assurance Society 
43 Bible House New York City 

AGENTS WANTED 








GOOD PLACES 
For STRONG WORKERS 


Always ready to negotiate with energetic 
men capable of producing paid-for Insur- 
ance in satisfactory volume. 


Much unoccupied and desirable territory. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE, 
Superintendent of Agencies, 
7 W. Madison St., Chicago, Ill. 











Organized 1850 


mutual and equitable practice. 
of management insure low net costs. 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
JOS. A. DE BOER, President 


The National Life possesses an unexcelled asset and insurance composition. Its 
service to policyholders is scientific, prompt and complete, based absolutely upon a 
Its low mortality, high interest earnings and economy 
Its liberal policies and practice commend it to 
field men as a guaranteed salesmanship proposition upon which they can readily and 
securely build. The sixty-fifth annual report, demonstrating these claims, will be sent 
to any solicitor, agent or manager on request. 


A. H. Gseller, General Manager, 149 Broadway, New York City 

M. H. Mullenneaux, Manager, Albany Trust Bldg., Albany, N. Y. 
Day L. Anderson, General Manager, 950 Ellicott Square, Buffalo, N. Y. 
Bruce S. Johnson, General Agent, 1134 Granite Bldg., Rochester, N. Y. 


Purely Mutual 








THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 
Insurance Co. 


BOSTON, MASSACHUSETTS 








Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Dec. 31, 


eS $70,163,011.03 
Liabilities ........ 65,159,426.58 
RD voi das vee $5,003,584.45 





ALFRED D. FOST Presid: 
D. F. it: Vice-Presiaeat 


a BE 
ILLIAM F. DAV 

FRANK T. PARTRI 
MORRIS P. CAPEN, Asst. Secretary 








EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “Home Life”’ 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$120,893,433 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y¥. 











1865 - Fifty Years Old — 1915 


Unexcelled In 
Favorable Mortality 


AND 


Economy of Management 
The 


Provident Life 
and Trust Company 


OF PHILADELPHIA 














July 23, 1915, 
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State Mutual Life Assurance Co. 


WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 


UNDERWRITER 














Live Hints For oH Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











“Despite all contrary opinions I main- 

tain that the average man desires first, 

a Layman Nife insurance. His first consideration 

to An Agent a Life Agent from Mis protection for his family and second- 
Layman, written by ily his own personal gain. 


$46,516,911.00 
43,315,986.56 





ance prospect and policyholder. 


“My Dear Frank: 

“Without forgetting the fact that yo 
are some producer in the matter of lif 
insurance, I must unload my mind in 
regard to the great lack of efficiency in 
the present method of selling the same. 

“The big buyer of life insurance. He 
who makes the company you work for 
a going concern, is not the $50,000 ap- 
plicant but the lowly $1,000 to $5,000 
average man. 

“He is the backbone of every life in- 
surance company. 

“When I reflect on life insurance and 
its many benefits, I am reminded of 
the prospector who goes forth with his 
little grub stake and pick buoyed up 
with the hope that this time he surely 
will make a strike. 

“If he does, it is heralded to the ut- 
termost corners of the earth; and 
many are they who, imbued with the 
same hope generated by this one suc- 
cess, pack their little grub stakes and 
make a start. When as a matter of 
fact, if they had stuck to their knitting 
they would have been better off. 

“We all hear of the prospector who 
has made a strike but it has cost in- 
finitely more dollars to make the earth 
yield its hidden treasures than have 
ever been taken out. 

“So in life insurance. We hear of 
the agent who writes a $100,000 policy. 
It is the talk of the town. The agent 
who secures it feels that he can now 
take a rest. (What he really needs is 
a pin in the seat of his pants.) He 
has skinned all the other fellows; com- 
petition was fierce—over twenty other 
agents were on the job. 

“Now the point I want to make is 
this— 

“A business man is in the market for 
a $100,000 corporation policy. And you 
can put this in your hat; it is a cold 
blooded business proposition. He is 
going to buy this insurance as cheap 
as he possibly can and he will not con- 
sider any but reliable companies. 

“He invites competition—He gives 
each agent the impression he would 
really like to favor him but of course 
he must buy where he can get the best 
bargain. If it were a personal matter 
it would be different, he could then do 
as he pleased—but it is for the firm 
and he must save at every corner. 

“Result— 

“Twenty good and faithful agents get 
very busy. Many a day is spent— 
Many a sleepless hour is devoted to 
planning how to land this big risk. 

“Consider this, my boy—only one of 
the twenty can secure this business 
and the time spent by the combined 
efforts of the twenty, applied to the 
average man would have yielded much 
more than $100,000. 

“In other words, it has cost more to 
get the business than it was worth. 

“A chance for the wise agent: 

“While all the others are spending 
their time trying to land this big policy, 
where competition is the main issue— 
get busy on the average man—where 
not competition but love of home and 
family are the main points—avoid 
competition. 

“Don’t fill this poor fellow’s head 
with statistics, cash settlements and 
loan values. It simply befuddles his 
brain and gets him away from the very 
thing he wants or should want which is 
life insurance. 


. “And yet— 


“The basis of attack of most agents 
is what the company can do for the 
prospect. What he can borrow after a 
period of years, what dividends his 
company pays and look at the final 
settlement, what a splendid thing it is. 

“He might just as well come right 
out and say—You see what my com- 
pany can do for you, now call in all the 
others and then I will come again. 

“I was a prospect once myself and, 
thank God, the agent who sold me my 
first policy sold me life insurance and 
since that time I have never been sold 
a policy, but on the contrary, I have 
bought each addition myself without 
solicitation. 

“With best wishes I remain as ever, 

“Sincerely, 
“SAM.” 


A letter came the other 
day to the New York 
to Insure Life from an agent, up 

a Man Right against it with two 
other companies who 

had submitted propositions to his pros- 
pect. Some ammunition was wanted. 
While the agent’s letter was filled with 
information as to the other companies’ 
rates, guarantees, etc., the facts re- 
quired for making up and submitting 
an intelligent proposition were entirely 
lacking. It was necessary to know the 
size of the “gun” for which the am- 
munition was wanted; whether it was 
for a Krag-Jorgenson or a 12-inch mor- 
tar, for a rifle or a machine-gun; 
whether the man was a mechanic earn- 


It Pays 


ing $4.50 a day when he worked, a . 


clerk at $18 a week, or a salesman 
making $5,000; how the man lived; 
whether he paid $25 a month rent, or 
$100; whether his wife was 20 or 40 
years old and there was only one child, 
or more in the family; whether little 
Jim was the apple of his father’s eye, 
and whether Ruth was to go to Vassar. 

In other words, to handle the case 
intelligently it was absolutely neces- 
sary to have a mental picture of the 
family, to know the atmosphere that 
surrounded the home, the aims, the 
hopes, the ambitions of its members. 

“A pen picture is the finest thing to 
have, and it should all be thought out 
as far as possible in advance, in order 
that full justice may be done to the 
man to be insured,” says the New York 
Life. 

“You would not think of presenting 
the same proposition to a man of 40 
with a wife 38, having three children 
aged three, five and seven respectively, 
that you would to a man of 40 with a 
wife 38 who have no children. Nor 
would you present to a man living in 
a $25 a month house the same proposi- 
tion that you’d present to a man living 
in a house for which he was paying a 
thousand dollars a year rent. 

“The point is this—you should know 
everything possible about your pros- 
pect, his present income, his prospects, 
something of his home surroundings, 
how many children he has, their ages, 
the sex of each child, and, if possible, 
the name of each child. If there is a 
child that, as the result of accident 
or disease, may never be self-support- 
ing, that fact should be ascertained; 
also whether a man’s mother or father 
is dependent on him, and so on. 

“All these details are important. 
They all have a bearing on what the 
man really needs and will help you to 
insure a man on the plan that is best 
suited to his circumstances and re- 
quirements. Give these matters proper 
consideration and when you take the 


INSURANCE IN FORCE 


Occasionally we have an opening. 


Surplus (Mass. Standard)... 


Substantial gains made in all departments. 
New policy contract, embodying every up-to-date feature. 
Increased dividend scale in which all policies share. 


3,200,924.66 
$179,895,636.00 


EDGAR C. FOWLER 


Superintendent of Agencies. 








man’s application you'll find you have 
made of him a friend who will keep 
his policy in force, and recommend you 
to his friends and his friends to you, 
because you have not sold him merely 
a machine made policy, but have ren- 
dered him a real service by equipping 
him with the insurance that he needs.” 
* * * 


The Rev. Clark B. Kersh- 

This Letter ner is a preacher at 

Got the Warren, Ind. Also, he is 

Farmers a life insurance agent, 

representing the Bankers’ 

of Des Moines. A few weeks ago he 

wrote the following letter to farmers. 
It has produced splendid results: 

“IT had a friend who was a farmer, 
who applied through me for a loan of 
$1,200, to be secured by a mortgage on 
his farm. I convinced him that he 
ought to indemnify his estate against 
his debt by taking out insurance on his 
life for an amount sufficient to cover 
all his indebtedness. In July the mort- 
gage was executed and an insurance 
policy for $1,500 was issued. In Octo- 
ber he died. 

“TI delivered the estate $1,500 for the 
insurance policy and took up the $1,200 
mortgage, leaving the farm unincum- 
bered. 

“If there had been no insurance you 
can see how the estate would have been 
involved. 

“The mortgage is one of the most 
useful instruments of modern business. 
The most of our beautiful and happy 
homes stand to-day where there would 
still be vacant lots were it not for the 
mortgage. The mortgage is an evidence 
of good faith of the borrower, and as 
security to the lender has been the 
means of placing capital into the hands 
of the industrious, enabling them to in- 
crease their earnings and create for 
themselves an estate. 

“The only hazard is in leaving the 
— mortgage to your widow or es- 
ate. 

“It is within the power of the bor- 
rower to eliminate all the risk by se- 

















The Equitable 


| Life of Iowa) 





Splendid Openings — Inquire 





| IS INCREASING ITS AGENCY 
FORCES. 


DO YOU WANT TO JOIN 
THEM ? 
Address 


J. C. CUMMINS, President 
DES MOINES, - - IOWA 
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curing life insurance for not less than 
the amount of the indebtedness. It will 
surprise you how small is the annual 
outlay required (if you buy for pro- 
tection only), to provide for the pay- 
ment of your mortgage in event your 
wife becomes a widow. 

“Has a mortgage set down on your 
premises? A cyclone may distribute 
your barn over the adjoining farm; fire 
may lick up your house and contents; 
death may remand your remains to the 
cemetery, but that mortgage hangs on 
serenely. But though that mortgage 
may smile at the cyclone, grin in the 
fire light and laugh aloud in the face 
of death, how quickly it turns pale and* 
gives up the ghost, when it runs against 
a live life insurance policy!” 





Madison Welsh has been appointed 
special agent for the Germania in Okla- 
homa and Arkansas, with headquarters 
at Muskogee, effective August 1. Mr. 
Welsh is a son of Milton Welsh, a Kan- 
sas City adjuster. 





PURELY MUTUAL 


Northwestern during 1914. 


Mortality 55.87%. Interest 4.97%. 





Income Insurance 
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THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,365,299,749 


SATISFIED POLICYHOLDERS to the number of 11,613 (out of 43,541 
applicants) applied for $54,587,290 of additional insurance in The 


NORTHWESTERN POLICIES are easiest to sell and stay longest in force. 
AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 

Before Selecting Your Company 
‘ Write to 

H. F. NORRIS 


CHARTERED 1857 


Expense 10.53%. 





‘‘Large Dividends” 
Low Cost 

















Milwaukee, Wisconsin 


of A i Service Policy 
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6 APPS., 6 TOWNS, ONE DAY 
RECORD OF MISSISSIPPI AGENT 
H. C. Majure Made Up His Mind He 


Could Accomplish Feat, and Did So 
Easily 








H. C. Majure, of Newton, Miss., re- 
cently broke a record in that State by 
visiting six different towns and writ- 
ing six applications in one day. He 
is an agent of the Mutual Life of New 
York. The Hastern Underwriter asked 
him to tell other agents how he did it. 
He said: 

“IT am a great believer in the theory 
that the best way to do anything is 
first to make up your mind that you 
cannot fail. I keep the prospects in 
my territory pretty well sized up and 
one night I decided that I would try 
and write an application on seven men 
I had in mind. 


Arguments Prepared in Advance 

“| had my arguments all carefully 
tabulated in my mind. I knew about 
the type of insurance each should take, 
how much each policy should be, and 
the best time to catch my men. I 
started with A. B. Carr, of Newton, and 
wrote him at 8 o’clock in the morning, 
20 pay life, $2,000. An hour and a half 
later I wrote Joe Bingham, of Newton, 
$1,000, 20 pay life. At 11 o’clock I got 
J. W. Gallaspy, of Decatur, $2,000 term. 
At noon I wrote Tom Hopkins, Hickory, 
Miss., $2,000, 20 pay life. I was already 
for lunch then. After a short rest I 
went to Morton, Miss., and at 4 o’clock I 
write Jack Stuart Morton, $2,000, 20 pay 
life. Two hours later in Forest, Miss., I 
induced T. B. Graham to sign an appli- 
cation for $6,000, continuous instalment. 

Only One Failure 


“Up to this time I had been success- 
ful in every case, but one. All my 
prospects (with the single exception) 
had been convinced by my arguments 
and had bought what I asked them to 
buy. In place of the case where I fell 
down I got a substitute, having devel- 
oped this prospect during my work 
after I started out. I was feeling 


' pretty tired, but enthusiastic and sure 


that nothing could stop me. I planned 
to end the day by writing Aden Willis 
in Jackson, Miss. He was confined to 
his room by illness and I fell down 
there. 

“The only man to whom I had ‘talked 
insurance before was Mr. Graham, of 
Forest. 

“The day’s work consisted of six ap- 
plications, totalling $15,000 insurance, 
all issued and paid for. I rode on two 
railroad systems, visited six different 
towns, got the postmark of each town 
and returned to Newton at 1 o’clock 
in the morning.” 





MUTUAL LIFE LEADERS 
- Milton H. Levy, of New York City, 
ranked first among the best twenty 
records based on amount of paid-for 
business during June for the Mutual 
Life. He also won a gold medal and 
trip to San Francisco. 


The next nine leaders were Frank 
Davis, Louisville; C. H. Anderson, Chi- 
cago; John F. Davies, Baltimore; R. H. 
Trent, San Francisco; Samuel Heifetz, 
Chicago; W. F. Perrin, Little Rock; C. 
F. Troupe, Philadelphia and St. Louis; 
0. N. Beam, Los Angeles; and BH. N. 
Johnson, Philadelphia. 





GOOD JUNE BUSINESS 

June for the United States Annuity 
& Life was the second largest produc- 
tion month of the company’s almost ten 
years in business, the total being $657,- 
390. During the month a contest was 
held, Illinois, South Dakota and Texas 
alternating in the lead. South Dakota 
finished first, Illinois a close second 
and Texas third. 

The company is now thoroughly es- 
tablished in its new home office build- 
ing and its agency ranks are showing a 
Steady increase. 


WILL BE <A_ $2,000,000 YEAR 
Perez Huff Has Already Written Half 
That Amount Personally—a 
Travelers’ Leader 








Perez Huff, general agent of the Trav- 
elers in New York, has passed the mil- 
lion dollar mark in personally written 
business. He expects to write $2,000,- 
000 this year. 

Although Mr. Huff has been with the 
Travelers only since June 1 he figures 
among the six leaders of that company 
in amount of business written the first 
six months of 1915. Mr. Huff is devel- 
oping his own staff with the Travelers. 
There are ten producers in his agency 
at the present time. 


WITH FARMERS’ 





NATIONAL 


H. J. Smith To Work in Western 
Indiana as Agency Manager—Head- 
quarters at La Fayette 








Harry J. Smith, well known in In- 
diana and Illinois, as a successful life 
insurance salesman and manager of 
salesmen, has gone with the Farmers’ 
National Life as district agency man- 
ager. His territory is in western In- 
diana and adjoins on the north the ter- 
ritory of L. L. Heffner, a very success- 
ful district agency manager for the 
Farmers’ National Life. The two will 
work together to a considerable extent. 
Mr. Smith will make his headquarters 
at La Fayette. 


B. E. CHATTEN MAKES CHANGE 

The Farmers’ National Life an- 
nounces that it has secured the serv- 
ices as district agency manager for 
western Illinois of Bert E. Chatten, of 
Quincy, Ill, who has been successful 
in his work as district agency manager 
for two other companies. Mr. Chatten 
is a young man who has spent all his 
business life in the life insurance busi- 
ness and has a most excellent record. 

It rained the first day he went to 
work for the Farmers’ National Life 
but that did not prevent him from going 
out into the country and securing two 
applications. 








MAKING GOOD PROGRESS 

Interest is manifested in the deter- 
mined effort of the agency forces of the 
Equitable Life of Iowa to bring that 
company to a mark of $100,000,000 in 
force at the end of 1915. July 1 finds 
the company with $92,065,443 on the 
books, a gain of $5,661,231 for the: half 
year. The dividends to policyholders 
for the first six months of 1915, exceed 
the death claims paid by 24.2 per cent. 


TO SELL PROCEEDINGS 

For the benefit of its members the 
National Association of Life Under- 
writers will publish the full proceedings 
of the San Francisco convention in a 
volume of three hundred or more pages 
to be issued about thirty days after 
the convention. The book will sell for 
$1.50. Six stenographers will report 
the convention officially. 


INVESTIGATION OF NATIONAL 
CAPITAL LIFE 


(Continued from page 2.) 


in which the name of the National Capital 
Life Agency, Incorporated, appears along with 
the name of the National’ Capital Life Insur- 
ance Company. The total sales made under 
this second form of subscription up to June 
24, 1915, appeared to be 1,721. The price of 
subscriptions seem to be although the 
company is only to receive $12 per share and 
not $15 as under the first subscription. 

Man From District Attorney’s Office at 

Hearing 

After the report was completed there 
was a hearing. Among the interested 
listeners was the District Attorney’s 
representative. 

Several prominent men have at vari- 
ous times been connected with the com- 
pany in an official capacity. Ex-Gov- 
ernor Meriam of Minnesota was for a 
while its president and C. W. Warden 
was its treasurer. The present of- 
ficers are Charles A. Stallings, presi- 
dent; Dr. C. P. Grandfield, treasurer; 
D. L. Richmond, secretary. 
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METROPOLITAN LIPE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


Of the People 
The Company By the People 
—_— For the People 
The Daily Average of the Company’s 
Business during 1914 was: 
626 per day in Number of Claims: Paid 


8,040 per day in Number of Policies 
Issued and Revived. 

$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 

$305,754.00 per day in Payments to 


Policyholders and Addition to Re- 
serve. 


$161,826.87 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








Southern Life 


Liabilities... 


Insurance in Force. 
Payments to Policyholders since Organization,. 


Is Paying its Policyholders over .......... 
GOOD TERRITORY 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 
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Company 


1914; 





was .-$1,250,000.00 annually 
FOR LIVE AGENTS 








LIVE A 


WILLIAM N. COMPTON 
General Agent 
Metropolitan District 
St. Paul Bidg., 220 Broadway 
NEW YORK, N. Y. 


DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 


as are offered by the Policy Contracts 


OF THE 





CENTS 







Sia 


INSURANCE COM 
OF BOSTON MASSACHUSETTS 











W. D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine. 1851 


New policies with modern provisions 


Attractive literature 
W. S. Weld, Supt. of Agencies 








SOME QUALIFICATIONS 


Among many replies to the recent 
Bankers’ Life, of Des Moines, “ad” for 
a district agency man was one from a 
gentleman in Pittsburgh, Pa., who de- 
scribes himself in the following “ad” 
which appeared in a Pittsburgh paper: 

“A colored man, qualified with ac- 
knowledged inventive, resourceful, pro- 
ductive and meritorious ingenuity and 
endowed with powerful energy and am- 
bition and invincible courage, equipped 
with normal training, valuable experi- 
ence and extraordinary credentials and 
recommendations as to education, clean 
habits and upright, sterling character, 


offers himself for employment. Write 
9327 Help Dept., Chronicle Telegraph 
Office, Wood St. and Oliver Ave.” 

KNIGHTS OF HONOR VOTING 

Members of the Knights of Honor 
are recording their votes on postal 
cards on an issue vital to them. The 
members must decide whether they will 
pay an extra assessment in August and 
a 25 per cent. increase in rates com- 
mencing with September 1. 





District agents of the Phoenix Mu- 
tual Life recently attended a banquet 
in Olean, N. Y. 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York, City. 
Clarence Axman, President; B. F. 
Hadley, Vice-President; W. L. Hadley. 
Secretary. The address of the officers 
is the office of this newspaper. Tele- 
phone 2497 John. 

Subscription Price $8.00 a year. Single 
copies, 15 cents. 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 8, 1879, 








WAR BUSINESS 


One of the sagest fire insurance men 
in the country told The Eastern Under- 
writer this week that he did not think 
companies would be writing the war 
supply plants three months from now. 
He thought that the experience by 
that time would be such that compan- 
ies would be frightened off. It is 
learned this week, however, that one 
of the re-insurance bureaus is consid- 
ering the question of re-insuring mali- 
cious explosion lines, a type of insur- 
ance that has grown rapidly in popu- 
larity. It has been exceedingly diffi- 
cult to trace the origin of explosions. 








CONFIDENTIAL INFORMATION 

The Eastern Underwriter was shown 
this week a copy of a letter written by 
James R. B. Van Cleave, on June 28, 
1898, when that gentleman was Insur- 
ance Superintendent of Illinois. The 
letter follows: 

The report of the examination of 

the Sun Life Insurance Company 
of Louisville has been completed. 
I desire to say that it is not the 
policy of this department to give 
out information of this kind for 
general publication. A copy of the 
report will, if requested, be fur- 
nished to the insurance company 
examined, and they are at liberty 
to furnish the same upon request 
if they so desire. 

This letter is interesting as showing 
the complete change of views of the in- 
surance commissioners. Probably Van 
Cleave thought that the public should 
not be interested in the companies in 
which it insures. 





BROKERS’ LICENSE LAWS 


There is a growing belief among fire 
insurance agents that laws governing 
the issuance of brokers’ licenses are 
little more than a farce. The depart- 
ments apparently are issuing the 1t- 
censes for the asking, and if a man can 
read or write this seems all that is 
necessary. It is true that a number 
of questions on blanks must be filled 
out, but it is not difficult to get help 
in drafting replies if the questions 
stump an applicant. Even where there 
is suspicion of complicity in formulat- 
ing replies the applicant almost invari- 
ably gets his license. Is it true that the 


departments feel that only in the case 
of crooks should licenses be withheld? 
They keep a pretty careful watch along 
this line, few cases being reported 
where the assured is the loser through 
a broker who is not straight in his ac- 
counts. The insurance departments 
have evidently decided on the broadest 
sort of interpretation, too, regarding the 
issuing of licenses to companies or 
firms which are in reality a subsidiary 
corporation of the assured, the latter 
practically collecting commission on his 
own insurance. We have the case of 
the dealer in motor cars who is granted 
a license so that he can insure motor 
cars; and there are the different real 
estate companies formed to handle the 
insurance end of a large corporation. 
Agents feel that this is a subtle form 
of rebating. If it does not stop, compe- 
tition from the inside will increase tre- 
mendously. 





DROPPED INSURANCE 





North Tonawanda’s Unique Action 
After Complying With National 
Board’s Report 





Local insurance agencies in North 
Tonawanda, N. Y., were astonished 
when they learned that the North Tona- 
wanda Board of Public Works decided 
to drop $40,000 insurance which the 
city has been carrying on the pumping 
station on Tonawanda Island for the 
past six years. 

Copies of the report of Engineer 
Charles R. Barker of the National 
Board of Fire Underwriters, which was 
received by members of the Board of 
Public Works contained a recommen- 
dation that the station be safeguarded 
by making it fireproof, by placing addi- 
tional hydrants about the premises and 
eliminating the wooden floors. 

The gublic works commissioners de- 
cided that by complying with the rec- 
ommendations of the fire underwriters 
in installing four more hydrants in ad- 
dition to the two maintained about the 
building at the present time and by 
using other precautions against fire “it 
was hardly advisable to carry insurance 
on the structure.” 

“Two of the hydrants to be installed 
will be erected inside the building and 
to these will be attached a line of hose 
that will reach to any part of the build- 
ing. There are always two or more 
men on duty in the station and these 
men are considered sufficient by the 
commissioners to discover any fire that 
may break out in the structure in time 
to prevent serious damage,” says a local 
paper. 





ST. LOUIS APPOINTMENT 


Messrs. Guhne and Barnes, two suc- 
cessful producers of the Home Life of 
New York, have been made general 
agents of the company in St. Louis, 
succeeding J. M. Bloodworth. The new 
general agents are young men and have 
been instrumental in building up the 
company’s business in St. Louis and 
surrounding territory. They report 
prospects for a large business the bal- 
ance of the year. 





OFFER $250 REWARD 


The National Board of Fire Under- 
writers has offered a reward of $250 
for the detection, arrest and convic- 
tion of the party or parties guilty of 
incendiarism in connection with the fire 
in the Westchester News Building on 
May 5, at White Plains, N. Y. The an- 
nouncement of the reward was received 
by G. Albert Thompson, of the W. B. 
Tibbits Company here to-day. 





Newman & McBain have been ap- 
pointed agents for the North Branch in 
the Metropolitan district. 

















C. A. RICH 





C. A. Rich, representing the National 
of Hartford in Western New York, will 
be immediately recognized in the ac- 
companying picture by local fire agents. 
Mr. Rich is a big personality among the 
field men and so it is only fitting that 
he should be photographed in an im- 
pressive manner. It can be stated, 
however, that this picture is a snap- 
shot taken without Mr. Rich’s knowl- 
edge while he was gazing at one of 
the Adirondack mountains during the 
recent visit of the field men to Lake 
Placid. Mr. Rich began his insurance 
career in the office of E. F. Ashley, 
Rochester. Later he became an in- 
spector of the Underwriters’ Associa- 
tion of New York State. In 1907 he 
was made a special agent of the Na- 
tional of Hartford. He is well liked 
by agents. 

a © * 

President Irvin, of the Fire Associa- 
tion, and Mrs. Irvin, entertained at 
their summer home at Atlantic City 
this week special agents J. A. Wein- 
land, T. J. Trout, William Y. Young, 
R. W. Simons, John E. Thomson and 
W. S. G. Savage, all of whom were in 
attendance at the summer meeting of 
the Underwriters’ Association of the 
Middle Department. 

. . 


Henry K. Shaw, superintendent of 
the rating department of the Philadel- 
phia Fire Underwriters’ Association, 
and the author of a number of articles 
on fire insurance rating, has resigned 
to go with Curtis & Brockie, Philadel- 
phia, representatives of Johnson & 
Higgins. 

*- ¢- 8 

W. N. Golden, of Pittsburgh, is the 
new partner of L. K. St. Clair, general 
agent of the Equitable of Iowa, at Pitts- 
burgh. Mr. Golder at one time was the 
athletic director of Pennsylvania State 
College. Mr. Golden has a splendid 
personal production record, and a mil- 
lion dollar agency in Pittsburgh will be 
the aim. 

s * ¢ 

John L. Potteiger, manager in Wilkes- 
Barre, Pa., of the Massachusetts Mu- 
tual Life and the Fidelity & Casualty 
Co., and Miss Emma L. Gettel, a Leba- 
non school teacher, were married a few 
days ago. 

e s + 

William J. Graham, of the Bquitable 
Life Assurance Society, gave an inter- 
view to the New York Sun on Tuesday, 
in which he discussed company mortal- 
ity experience during wars. 


— 


Charles E. Carr, special agent in 
Greater New York for the Fidelity ¢ 
Casualty Co., of New York, has been in 
the plate glass business for twenty-five 
years serving in various capacities. In 
1891 he entered the service of the New 
York Plate Glass Co. as a surveyor and 
remained with them until 1903. During 
that time he inspected the company’s 
business in a number of the large cities, 
going over that in Chicago on two oc. 
casions. He was appointed assistant 
superintendent of agencies for the Cag- 
ualty Company of America in 1903, and 
a year later became superintendent of 
the plate glass department of the old 
Empire State Surety. He held that posi. 
tion until 1906 when he went into the 
real estate and insurance business in 
the Bay Ridge section of Brooklyn. 
He was later manager of the plate 
glass department of the Pennsylvania 
Casualty and in charge of the Chicago 
office of the company. 

When the Preferred Accident of New 
York entered the plate glass field Mr. 
Carr, because of his wide experience 
and practical training, was made man- 
ager. In 1915 the Preferred decided to 
discontinue writing plate glass insur. 
ance, re-insuring this business in the 
Fidelity & Casualty. Mr. Carr is a 
member of several clubs, has traveled 
extensively and has a personal knowl- 
edge of all branches of agency work. 

a o a ’ 

John Folger Bailey, an important 
force on the business side of The Spec- 
tator Company, died in New York a 
few days ago of blood poisoning, fol- 
lowing an accidental injury. Jack 
Bailey was not quite forty-five years 
old, had traveled extensively visiting 
insurance men and by them was held 
in respect and personal regard. His 
affability and sincerity made him many 
friends. Mr. Bailey entered the service 
of The Spectator Company twenty-four 
years ago, worked hard and was stead- 
ily promoted. At the time of his death 
he was treasurer of the company. He 
was born in Livingston, Staten Island. 


At a meeting of the Once A Year 
Club resolutions were adopted express- 
ing a deep sense of personal loss by his 
associates in the club and extending 
sympathy to the members of his family. 

s . . 


Ira L. Wilson, of The Bankers’ Life, 
Des Moines, recently became a bene- 
dict. Despite the busy incidents con- 
nected with matrimony “Mr. Wilson 
wrote enough life insurance the first 
week of his marriage to qualify as one 
of the company’s leaders. 

e * = 


Walter S. Buck, general agent of the 
Connecticut Mutual Life at Scranton, 
has been selected as delegate to the 
a Francisco convention of the Rota- 
rians. 


MEET 





AETNA AGENTS 





Representatives From Eastern New 
York and New Jersey Hold Big 
Meeting at Coney !sland 





With an objective of arousing en- 
thusiasm among the agents of the Aet- 
na, in the contest now being held for 
the trip to the coast, a get-together 
meeting was he'd Monday evening, at 
Coney Island. Over one hundred and 
fifty agents from eastern New York 
and New Jersey were present, and 
thoroughly enjoyed the banquet which 
was served in the spacious dining hall 
of Steeplechase Park. 


The following addressed the meet- 
ing: C. B. Morcom and Norman C. 
Stevens, assistant secretaries from the 
home office; Arthur Murray, New York 
manager; ‘Alfred J. Hodson and C. B. 
Beardsley. After the meeting the party 
enjoyed themselves at the amuse 
ments, returning by boat to New York. 





37. =e) ~S 


co 


rPoneroeoeermermrmra oo oe ct On a 





THE EASTERN 





UNDERWRITER 11 








PROTEST OVER BREWERY LINE 


ISSUE 





AGENTS TO MAKE IT AN 





Appeal to National Association and 
Insurance Commissioner by New- 
ark Agents—Companies’ Side 





The readjustment of the P. Ballantine 
& Son brewery line, Newark, by the 
Saranac Realty Co., is regarded by 
local agents as of much more than 
local interest. In fact, the agents will 
refer the case to the Insurance Com- 
missioner, to the National Association 
of Local Fire insurance Agents and to 
the New Jersey local agents’ associa- 
tion. They want action that will put 
a check on favored broker abuses. 

Line is Heavy 

The Ballantine brewery line runs into 
the millions. On the ale plant $575,000 
is carried in fire insurance under gen- 
eral form. There is enough other in- 
surance in and adjoining this plant to 
run up to a million in all. It is said 
that at least a million dollars is car- 
ried on the beer plant. Then, there are 
distributing stations, saloons and other 
properties in New Jersey. There is 
also considerable coverage in New 
York. There is automobile, elevator 
and much other insurance. The Ballan- 
tine family is a powerful one in North 
New Jersey, and has many affiliations, 
some of the members being large in- 
surers. 

The Saranac Realty Co. 

The Saranac Realty Company has its 
offices at the brewery plant in Freeman 
street, Newark. It is managed by A. K. 
Ware. 

The agents who object to the manner 
in which the brewery line is written, 
claim that they feel they should make 
a fight on the brewery business because 
it sets a bad precedent. They say that 
A. K. Ware holds the agency licenses 
of New Jersey companies, and they do 
not think that this is fair. They point 
out that the brewery interests are 
stockholders in two fire insurance com- 
panies. They believe that the two- 
agency understanding in Newark is vio- 
lated in spirit, and they are anxious 
for light on the amount of commissions 
paid. The Fire Insurance Society of 
Newark has the writing of this busi- 
hess under review. 

Statement by Saranac Realty Co. 

Mr. Ware, of the Saranac Realty 
Co., said to The Eastern Underwriter: 

“This agitation seems to have arisen 
from a disappointed agent or broker 
who has lost a line. So far as Newark 
is concerned the Saranac Realty Co. is 
a broker and not an agent. You can 
quote me as saying that none of the 
business in Newark proper is placed 
except through a local agent. E. K. 
Beddall & Co., who controlled New 
York Ballantine risks, also placed some 
Newark business. P. Ballantine & Son 
decided that all this business should be 
Placed by Newark people, and so the 
Newark end was taken away from BE. 
K. Beddall & Co. The Saranac Realty 
Co. was organized in 1902.” 

Defense of Companies 

The New Jersey companies insist that 
they are not guilty of any overhead 
writing nor of excess commission pay- 
ment. So far as the Saranac Realty 
Company is concerned they declare that 
this is absolutely a legitimate real es- 
tate and insurance office. It is licensed 
by the State, and, furthermore, it has 
been in business at least a decade. 
While the major part of its business 
has to do with brewery plant property, 
at the same time it has sold and in- 
sured many residences and is conduct- 
ed similarly to many other real estate- 
insurance offices It has a force of 
clerks and other employes who devote 
all their time to insurance matters. 

The companies say that the brewery 


Fire Insurance Department _ 








business is regarded as a good risk; 
that all companies have been eager to 
write it; and that they see no legiti- 
mate reason why they should refuse 
business from a broker or agent hold- 
ing the license of the State of New 
Jersey. 


Regarding the ethics of a manufac- 
turer or business institution organizing 
a real estate concern and obtaining a 
license from the State, there is much 
that can be said against it, but as long 
as the State does issue such licenses 
this is an evolution of the business that 
the insurance companies must recog- 
nize, and the point is raised why a 
great fuss should be made about the 
Ballantine company when there are so 
many other similar cases in the State 
and in the United States. 


Should Complain tc Trenton 


One of the insurance officials in New- 
ark said to The Eastern Underwriter: 

“I agree with the agents that if every 
manufacturer organizes a real estate 
appendage that the local agency busi- 
ness will be shot to pieces, but the 
place to register a complaint against 
this growing practice is in Trenton. 
Evidently, the Department does not 
think that a subsidiary real estate com- 
pany is violating the rebate law when 
it collects commissions on insurance 
covering property of the supposed own- 


ers of the real estate company. If it 
thought so it would not issue the 
license. Certainly, the Saranac Realty 


Company was not organized for fun. 
There must be some reason for its ex- 
istence. And, being licensed by the 
State, is there any good reason why we 
should turn down a good risk which is 
brought to us by the Saranac Realty 
Company?” 


Another official said: “We have had 
relations with the Saranac Realty Com- 
pany for years. The owners of the 
Ballantine brewery own some stock in 
our Company. Are we expected to re- 
fuse to write business that comes so 
close to us as this?” 

The loss ratio on the Ballantine prop- 
erty has been infinitesimal. 





SAN FRANCISCO LOSES 





National Association of Local Agents 
Decides to Meet in Indianapolis 
After All 





The National Association of Local 
Fire Insurance Agents has finally made 
up its mind where it wants to meet. 
Indianapolis wins out. The convention 
begins on October 4. 


At the Minneapolis convention Indi- 
anapolis was the choice for the con- 
vention, a warm invitation from that 
city being received. Then pressure 
was brought to bear to bring the con- 
vention to San Francisco, the agents’ 
dates and the World’s Insurance Con- 
gress conflicting. Louisville and New 
ao City also asked for the conven- 
tion. 


The National Association then sent 
out a notice putting it up to members 
to decide whether they wanted to meet 


in San Francisco, Louisville, New 
York City or Indianapolis. Louisville 
dropped out of the running. Then 


Indianapolis agents apparently became 
peeved, Western papers announcing 
that they had decided to withdraw 
their invitation. It is now announced 
that the meeting will go to Indianapo- 
lis. The agents there, of course, will 
welcome “the national association, 
despite their momentary annoyance 
caused by injury to civic pride. 

It is the general opinion that the 
National Association of Local Agents 
is becoming stronger, and that the con- 
vention will be unusually interesting. 
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NATIONALUNION 


FIRE INSURANCE Co. 


« OF Pitrseurc.Pa y 





A fire insurance policy is an agreement which implies 
service. The quality of that service depends upon the Comp- 
any’s ability and good intent. As to that, look to its past per- 
formances and its financial resources. Investigate the scope 
and character of its operations. Refer to the experience 
and equipment of its officials, the personnel and standing 
of its directorate. An agent’s position is no less reflected 
by the character of the companies he represents than is the 
prestige of a company by the nature of its representatives. 

The National Union isa service company. It has become 
so through careful selection of its representatives. It has 
survived the most disastrous conflagrations in history, under 
the stress of which it has honorably met every obligation. 

Experienced agents find this Company a valuable asset 
and we welcome correspondence concerning the extension 
of its business. 
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AUTOMOBILE FIRE SPRINKLER LEAKAGE 


VULCAN INSURANCE CO. 


89 FULTON STREET NEW YORK 
Automobile Rates 





On gasoline power private pleasure automobiles and commercial vehicles such as delivery 
wagons and trucks based on Manufacturers’ Original List Prices 


Rates for policy 


NOTE: Limits of amount of insurance Rates for policy 
i t not 














include INCLUDING COVERING 
a dditional bodi See Addi- el | ire 
tional E t and Additional Bodies rules. we So ae 
This year and next year models in hands of original 
owner | 
Oniginal List Price — $3,500 and over .........- 1.20% 1% 
Original List Price $1,500 to $3,499.......... 1.30% 1% 
Original List Price — Under $1,500 ........... 1.50% 1% 
Insure for not more than 90% of cost nor less than 70% of | 
Original List Pri Min. Prem. $7.50 | Min. Prem. $5.00 
Last year models in hands of original owner (One 
year old) 
Original List Price — $3,500 and over.... ....-- 1.20°% 1% 
Insure for not more than 80% nor less than 50% 
Original List Price — $1,500 to $3,499 ......... 1.50% 1% 
Insure for not more than 70% nor less than 50° 
igi List Price ao Under $1,500 ee 2.25% i 1.75% 
Insure for not more than 60% nor less than 50% Min. Prem. $10.00 | Min. Prem. $5.00 
VULCAN INSURANCE COMPANY'S 
Renewals only. 
Year before last models in hands of original owner | 
(Two years old) 
Oniginal List Price — $3,500 and over........... 1.90% 1.40% 
Insure for not more than 70% 
iginal List Price — $1,500 to $3,499.......... 2.95% 2.45% 
Insure for net more than 50% | 
iginal List Price — Under $1,500............. 3.50° 3% 


Insure for not more than 40% | Min. Prem. $10.00 


SEND FOR COMPLETE RATE SHEET 
We Invite Your Patronage 


Liberal Adjustments Prompt Settlements 
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Sidelights on Summer Meeting of New York 
State Field Men 


Four Brothers who oi Special Agents How Summer Hotels 
Make a Profit—Mr. Potter’s Good Humor 








Mr. Knox, of the Svea, and Mr. Knox, 
of the Queen, were seated in the lobby 
when at different times specials ap- 
proached them and asked about the 
health of Mr. Knox, of the Phoenix of 
Hartford; Mr. Knox, of the L. & L. & 
G., and Mr. Knox of the Rochester- 
German. Here is the explanation: 
John B. Knox, secretary of the Phoenix, 
of Hartford, has been in the fire insur- 
ance business for forty-three years. He 
began as an office boy, as all good un- 
derwriters should and many of them do. 
He worked himself up to a_ special 
agency by merit, and trave'ed New 
Ongland and New York State, iater 
winning promotion to assistant secre- 
tary, and eventually secretary. 

Under the Knox family tree were a 
number of boys, all of whom admire 
their daddy greatly. He was such an 
enthusiastic insurance man that they 
decided to become insurance men also. 

The fact that they were sons of their 
father gave them a start; their own 
abilities pushed them along. 

John B. Knox, Jr., became an agent 
and joined the local agency of Beard- 
sley & Beardsley, Hartford. Then he 
became secretary of the Hartford Board 
of Fire Underwriters. He traveled in 
New England for the Reliance, then 
went with the L. & L. & G., as special 
in Northern New York and Vermont. 

Arthur S. Knox started in the D. S. 
Moore local agency at Winsted, Conn. 
He then went into the agency business 
for himself, and is also special agent 
for the Queen in Connecticut. 

Harold began with the local agency 
of Arthur S. Knox; he then went with 
the Factory Insurance Association, 
later with the Nassau & Dutchess, and 
then with the Svea, which company he 
represents in New Jersey and suburban 
New York field. 

Frank R. Knox was in the agency 
business in Hartford—Knox & Bar- 
tholomew. He succeeded John B., Jr., 
as secretary of the Hartford Board. He 
then became special agent of the Ger- 
man-American in New York suburban 


territory. Then he went with the Roch-- 


ester-German, traveling in New Eng- 
land. He makes his headquarters in 
Springfield. 
s . = 

The Instincts of An Underwriter 

Howard P. Moore, of the Home, 
found when he got his bill at the Stev- 
ens House an item of $1.75 for dinner. 
As the Summer hotel patronage is small 
this season, and these hotels are not on 
the Home’s prohibited list Mr. Moore 
asked for an explanation of the charge, 
not in a spirit of complaint, but as a 
good underwriter he was anxious to 
know in just what department they 
make a profit. “I do not say that 
$1.75 is excessive for a meal at your 
hostelry,” he said to the cashier. “But 
I would appreciate knowing what are 
the component parts. I realize that you 
have not a cabaret to bother your din- 
ers with ‘Sister Susie’ and ‘Tipperary.’ 
Well, that’s worth a quarter. You have 
no place in the middle of the dining 
room for dancing. That’s worth an- 
other quarter. You haven’t any anti- 
fat or anti-lean hotel mineral water on 
the table. That’s worth a quarter. You 
haven’t any nightmare, high-art Egyp- 
tian decorations on the wall, making 
one a cubist in revolt; you have no 
pussy-footed headwaiter hovering con- 
stantly about the table to overhear con 
versation; and the check boy doesn’t 
follow you in to grab your hat; all of 
which is worth another quarter. That 
leaves fifty cents for the food. Well, 
I guess it’s worth that all right.” 

Perils of Sportsmanship 
The historic badger game, pulled on 


an unsuspecting young special—isn’t 
the lot of the special hard enough?— 
took an unique turn when the barn 
was raided by the town policemen and 
Frank L. Curtis—one of the jokers— 
was covered with a pistol and told that 
he was violating the game laws in 
hunting badgers out of season and that, 
by gosh, he had better come to the 
town lock-up. Curtis was non-plussed. 
The cops were apparently in earnest, 
and he got so rattled that he pulled out 
his checkbook and asked if he could 
not fix it Finally, after his collar had 
wilted one of the constables gave him 
the wink and borrowed a cigar from his 


pocket. 
* * 7. 


Bert Among the Missing 
It looked for a time as if the meet- 
ings would be a failure, but at a late 
hour Charles Hoyt Smith, Beau Brum- 
mel field man, showed up. But where 
was Bert Maxson, the silent one? 
7 7 *” 


The Better Side of the Convention 

The Summer meetings of the Under- 
writers’ Association of New York State 
would not be complete without the 
ladies. It can be stated right here that 
the specials of this State are unusually 
lucky persons in that they seem to have 
captured and led to the altar some of 
the most charming women of the Em- 
pire State. Features on the program 
for several years have been dialect 
recitals by Mrs. Percy W. Clark, wife 
of the special agent of the Insurance 
Company of North America; and the 
singing of Mrs. B. C. Chittenden, wife 
of the special agent of the North River. 
During a session of the old Association 
Mrs. Clark gave two readings in Irish 
dialect, and at the banquet two stories 
in French-Canadian dialect. Both 
groups were received with great ap- 
plause. Mrs. Chittenden sang on both 
occasions songs that touched the heart. 

. * ” 


Mr. Robb Ducks the War 


Some field men who admire the brain 
attachment of Willis O. Robb—and field 
men who do not admire him have not 
been discovered yet—asked the man- 
ager of the New York Fire Insurance 
Exchange for his opinion about the 
duration of the European war. Mr. 
Robb smiled sadly and_ replied: 
“Every time I have made a prophecy 
about the way the war will turn out I 
have been wrong. So, I’ll leave it to 
the experts.” 


Mr. Robb was at one time a college 


of the early insurance forms attracted 
his attention and fascinated him. Any- 
way, he went into the field for the 
Liverpool & London & Globe and made 
a great reputation as an adjuster. 
* * *s 
A Football Reminiscence 
Wilbur Smith, the talented and able 
assistant secretary of the Niagara, was 
brought up in Baltimore. At one time 
he was a football piayer. He tried a 
Poe stunt. That is, not weighing much 
physically he tackled a football player 
of Big Bill Edwards’ weight, and put 
his collar bone out of commission. That 
ended his football career. His parents 
told him to try something less strenu- 
ous, so he became a fire insurance man. 
~ * * 


Association 43 Years Old 


The New York Siate Association of 
Supervising and Adjusting Fire Insur- 
ance Agents is forty-three years old. 
It meets once a year, and there is no 
more chance of its passing out of ex- 
istence than there is of Bryan desert- 
ing the lecture platform. F. F. Buell, 
of the Agricultural, said that he had 
been attending these meetings for 
twenty-one years. Baron E. H. Horn- 
bostel, of the Germania, said that this 


was his twenty-first meeting, too. 
Frank L. Curtis, of the Springfield, 
said he could beat either. This is his 
twenty-fourth meeting. 
* 7 7 
Ralph Potter 
“Tell your troubles to Potter.” That 


seems to be the shibboleth of a number 
of locals, specials and some company 
officials. It is not an easy matter to 
run the rating organization of a State 
which has jurisdiction over 850,000 
risks. Mr. Potter takes his job as sec- 
retary of the Underwriters’ Associa- 
tion of New York philosophically, is 
always good humored and works hard. 
He varied the course of events at Lake 
Placid by heading a personally con- 
ducted party of specials on an inspec- 
tion trip through the White Face Inn 
on the Lake. 





The Ohio insurance department has 
ruled that an “accumulative life in- 
come” accident policy cannot be writ- 
ten in that State. It is held that the 
plan savors of a lottery. 





THE COMPANY WITH THE PYRAMID 
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“The Leading Fire Insurance Company 
Amenca” 


CASH CAPITAL - $5,000,000.00 
WM. B. CLARK, President 
Vice-Presidents 
HENRY E. REES A. N. WILLIAMS 


Secretary 
E. J. SLOAN 
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E. S. ALLEN GUY E. BEARDSLEY 


RALPH B. IVES 
W. F. WHITTELSEY, Marine Secretary 








United States Branch 
92 William Street, New York 
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Royal Exchange Assurance 


LONDON, ENGLAND 
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United States Manager 














professor. His specialty is said to have 
been Greek. Probably that is why some 
Office Office 
puutapevpHia | Clarence A. Krouse & Co. NEW JERSEY 
325 Walnut Street Stone Harbor and Haddonfield 
GENERAL INSURANCE AGENTS 





PENNSYLVANIA = 


Making a Specialty of FIRE, TORNADO and LIABILITY Insurance 








With over twenty-five years continuous experience, we are thoroughly qualified to 
properly safeguard your clients interests 


Sixteen leading Companies represented in our agency 


YOUR PATRONAGE IS SOLICITED 


NEW JERSEY 
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AT THE LAKE PLACID MEETING OF THE NEW YORK STATE ASSOCIATION 

























































































PHOTOGRAPHED AT LAKE PLACID MEETING: Reading Left to Right: 1. William F. Ingraham, Phoenix of London; J. H. Perry, Globe & Rutgers. 


2. Willis O. Robb, New York Fire Insurance Exchange and R. G. Potter, Underwriters’ Association, New York State. 3. A. T. Lovett, Fire Asso- 
ciation. 4. C. A. Rich and W. E. Boyd, Jr., National of Hartford. 5. R. G. Potter, Percy B. Clark, Insurance Co., N. A.; George B. Peck, Penn- 
sylvania; G. B. Greenslet, Glens Falls; F. F. Buell, Agricultural; J. M. Donald, German-American. 6. Frank W. Young, Commercial Union; 
W. E. Maynard, Providence-Washington; W. G. Stone, Law Union & Rock; W. B. Quigley, London Assurance; J. U. Dixon, Newark Fire. 7. 
J. M. Carothers, Phoenix of Hartford; Percy Clark. 8. Horace Knox, Svea; Arthur Knox, Queen. 9. Messrs. Carothers and Greensiet. 10. 
Wilbur Smith, Niagara; E. H. Hornbostel, Germania. 
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TRYING OUT L. & L. SYSTEM 
NOW IN HANDS OF RATE MEN 


Their Criticisms to Be Considered Be- 
fore Final Adoption — Industrial 
Schedule Next 


Underwriters with whom The Eastern 
Underwriter has discussed the new Lar- 
ter and Lemmon Rating System have ex- 
pressed approval of the schedule and 
think it a decided step ir advance for 
uniform rating. The System was sent 
to all managers of rating bureaus and to 
company officials. It will not be possi- 
ble yet for agents to secure copies be- 
cause there is only a limited supply. 

Tentative Application 

It must not be understood that the 
schedule has been adopted by compa- 
nies yet. The booklet, explaining the 
new rating system, has simply gone out 
for critical inspection, for review, and 
for a tentative application so that in va- 
rious localities the rating men can see 
whether or not it is practical. It may 
be some time before it is officially 
adopted. And if there is criticism there 
may be changes to meet them if the 
criticism contain merit. 

At the present time the rate making 
situation in America is without uniform 
ity. It is true that a large territory in 
the Middle West is rated under the An- 
alytical schedule, but in the East there 
has been individual rating by numerous 
associations. Atlee Brown, Ralph G. 
Potter and others have had their own 
ideas about rating, and while they have 
been good in the main the demand of 
the time is for uniformity. It is this 
condition that the L. & L. schedule will 
meet. 

It should also be understood that the 
L. & L. Rating System sent out last 
week constitutes a mercantile schedule, 
and that work will be begun covering 
the industrial risks. 





MILLIGAN REMARKS GARBLED 
President of Phoenix Discusses His 
Testimony Regarding Fire Waste 
of This Country 


President Milligan of the Phoenix has 
been maliciously misquoted. In his tes- 
timony before the Illinois Insurance 
Commission some time ago the ques- 
tion came up as to the effect upon 
companies of having a number of fires 
throughout the country and, indirectly, 
whether the companies might not be 
expected to contribute liberally toward 
the expense of fire apparatus. Mr. Mil- 
ligan brought out that the more fires, 
the higher the rates for insurance; for 
the peace and well being of all it was 
well to keep down the number of fires, 
but so far as the companies were con- 
cerned in the abstract it could not 
make much difference. 

The “Property Owners’ Association” 
of Minnesota, in a vivid circular ad- 
dressed to the “Fire Taxpayers of the 
United States,” undertook to quote Mr. 
Milligan’s remarks without giving the 
context, and in this garbled fashion he 
has been made to appear to say that 
the more fires the better for the fire 





insurance business. In a letter to the 
“United States Review,” which had had 
an editorial on the subject, Mr. Milligan, 
thus sets forth the facts: 

The point that I wished to make in giving 
that part of my testimony bearing upon the 
effect of fire waste upon the fire insurance 
business was that, in the last analysis, ex- 
cessive losses meant high rates. n other 
words, that, theoretically, the insurance com- 
panies, as insurance companies, were not con- 
cerned in the number and the extent of fires, 
because they would be obliged to collect from 
the property owners sufficient premiums to 
equal the cost of pp age indemnity. I en- 
deavored to make it clear that while fires were 
in a way helpful to our business, yet, as go 
citizens, the insurance companies and every- 
body connected with them should do ail 
that it was possible for them to do to min- 
imize the country’s abnormal fire waste. The 
impression prevails in many quarters that the 
insurance companies are concerned to a 
greater extent than any other interest in the 
reduction of the fire waste. In a way I pre- 
sume that this is true, but if, as theoretically 
is the case, they collect from the many for the 
purpose of indemnifying the comparatively few 
unfortunates who suffer from fire then my 
ye is perfectly sound. ‘ 

n addition, it may not -be amiss to add 
that my testimony was partially directed 
against the soundness of the theory that the 
cost of maintaining fire departments, fire 
marshals, protective organizations and for the 

auguration and maintenance of a campaign 
of education along fire prevention ines, 
should be borne by the fire insurance 
companies. 





NOON DAY LUNCH CLUBS 
How Will New Bankers’ Club Affect 
Other Clubs Where the Under- 


writers Eat 


There is considerable interest among 
insurance men to know how the new 
Bankers’ Club of America, which has 
the three top floors of the Equitable 
Building at 120 Broadway, will affect 
the Drug and Chemical Club, Under- 
writers’ Club of New York, Lawyers’ 
Club and other clubs where underwrit- 
ers meet at noon and discuss insurance 
affairs over a chop. 

At a recent visit to the Bankers’ 
Club a representative of The Eastern 
Underwriter saw Charles Lyman Case, 
United States Manager of the London 
Assurance; Lyman Candee, vice-presi- 
dent of the Globe & Rutgers; William 
B. Joyce, president of the National 
Surety Company; John B. Lunger, W. 
J. Graham and Leslie C. Yorke, of the 
Equitable, and other insurance men, in- 
eluding several agents. 





F. J. Finley, of the New Jersey Fire, 
has resigned to go with the National 
Inspection Bureau, Chicago. He will 
travel in ten of the Central Western 
States. 


AMERICAN EAGLE 


Expects To Take Over Business of 
Fidelity Underwriters by August 15 
—Michigan Action 


The American Eagle will be in shape 
to take over the business of the Fi- 
delity Underwriters by August 15, or by 
September 1 at the latest. The delay 
is because there are certain legal for- 
malities that have to be observed in 
the way of advertising, etc., before a 
company can be put in the field. 

At a meeting of the Michigan local 
agents the following resolution was 
passed: “Resolved, that agents in 
Michigan thank you for the stand you 
have taken in the matter of under- 
writers. Further, they pledge you their 
support.” 

These resolutions were sent by wire 
to President Henry Evans, of the Amer- 
ican Eagle. 





RE-INSURES HUDSON BAY CO. 

The Hudson Bay Insurance Co., 
whose chief business is fire and hail 
insurance, with its head office at, Van- 
couver, has been taken over by the 
Royal Insurance Co. of Great Britain. 

The Hudson Bay was incorporated 
in 1910, with an authorized capital of 
$2,000,000. Of this $872,000 is subscribed 
and $188,080 paid up. During the year 
1914 the company wrote business 
amounting to about $9,900,000, on which 
— charged amounted to $186,- 





For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 
HAS A 


$1,000,000.00 
4,743,233.00 


+ — 1,741,305.00 


The real strength of ap insurance company is |; 
the conservatism of its management, and the man 
agement of THE HANO is ap absolute as 
surance of the security of its policy. 

R. EMORY WARFIELD - Presiden: 
JOSEPH McCORD - Vice-Pres. & Sec'y 
WILLIAM MORRISON - Asst,Sec'y 
JAMES W.HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 











Are Your Insurance Affairs 
Satisfactorily Handled? 


ARTHUR F. HOUTS & CO., Inc. 
GENERAL INSURANCE 
123 William Street, New York City 


Expert attention to brokerage busi- 
ness and excellent facilities for hand- 
ling insurance anywhere in the 
United States and Canada. 








and 10% commission to brokers. 
Surplus Line Department. 


iois California St. 
DeNvVER 


Ford Bld 
DETROI 


19 Cedar St. 
NEW YORE 





17 St. John St. 
MONTREAL 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 


Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
Guaranteed Underwriters. Use our special 
Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


Nicollet Ave. 


aH St. 
DULUTH INNEAPOLIS 


23 Leadenhall St. 
LONDON 
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F. H. HAWLEY, Pres. 


ORGANIZED 1848 


Ohio’s Oldest and Strongest. Company 
Net Surplus Over $1,015,000.00 


W. E. HAINES, Secy. 


AN AGENTS COMPANY 





E. K. SCHULTZ | LOGUE BROS. & CO. 


PHILADELPHIA 


General Agent 


Eastern Pennsylvania, New 
Jersey and New York 


PITTSBURGH 
General Agents 


Western Pennsylvania 











OF NEW YORK. 


Home Office, 


Western Office, 





Continental Insurance Company 
HENRY EVANS, President. 
4 80 MAIDEN LANE, NEW YORK. 


332 SO. LASALLE ST., CHICAGO. 


These American Companies are ‘‘ Home Industries.”’ 


They deserve your support. 





Western Office, 
137 SO. LASALLE ST., CHICAGO. 


Fidelity-Phenix Fire Insurance Company 


OF NEW YORK. 


HENRY EVANS, President. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 





a 


Fidelity (Fire) Underwriters 


OF NEW YORK. 


Combined Assets $43,000,032* 
Policyholders Surplus $23,087,709 
“Inchudes excess deposit of $132,846.22 in Canada and New Mexico 


Home Office, 


80 MAIDEN LANE, NEW YORK. 
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| NEWARK FIRE INSURANCE MEN IN FRONT OF SALVAGE CORPS 


FIRE LOSS REDUCTION 





Commissioner Adamson’s Figures— 
Fewer Cellar Fires—Has Plan of 











The Newark Salvage Corps now owns 
four automobiles, the newest, a Pierce- 
Arrow, being shown on the extreme left 
of the accompanying picture. Recent- 
ly, some of the leadimg agents of the 
city were photographed with the cars, 
standing in front of the salvage head- 
quarters. 


Charles S. Dodd, secretary of the Un- 
derwriters’ Protective Association, and 
manager of the Royal in Newark, is 


seen at the extreme left. Next to him 
is the man who sold the new car. 
Then in order come Thomas C. Moffatt, 
Ernest A. Lyon, manager of the Nia- 
gara; Charles M. Henry, manager of 





ENDORSES CONFERENCE PLAN 


COMMITTEES 





AGENCY-COMPANY 





Dale D. Butler, Former President of 
Connecticut Association, Writes to 
Frederick W. Day 





The New York State plan of co-opera- 
tion between companies and agents by 
means of committees seems to be at- 
tracting favorable attention outside. 
The following letter was received by 
Frederick W. Day, chairman of the New 
York State committee of the companies, 
who recently made a splendid plea for 
co-operation at an agents’ banquet in 
Utica, the author of the letter being 
Dale W. Butler, at one time president 
of the Connecticut Agents’ Association: 

“Having read in The Eastern Under- 
writer the report of the address which 
you gave before the New York Agents’ 
Association at Utica I consider it my 
privilege, as weil as my duty to convey 
to you my personal thanks for what 
you said and the manner in which you 
presented it. 


“I have for years been daring some 
of my good friends, high officials in 
large companies, to do the very thing 
that you have done. Furthermore, I 
have at agents’ association meetings 
made a plea for co-operation, and stated 
that it was a pity that the companies 
did not open the negotiations and 
would not permit the agents to do so. 
Says Mr. Day’s Act Required Courage 

“Now that the light has broken 
through the clouds, I sincerely trust 
that you will ere long be hailed as the 
man who had the courage to outline 
and argue in behalf of the plan which 
revolutionized the relations between 
companies and agents and placed them 
on the plane of co-operation for results 
profitable to both interests.” 


AMERICAN UNION HEARING 

The following notice has been sent 
out by the auditors of the defunct Amer- 
ican Union Fire of Philadelphia: 

“American Union” notice to claim- 
ants and attorneys of records: We beg 
leave to notify you that the matter of 
unearned or return commissions on re- 
turn premiums, in connection with the 
first report on the American Union Fire 
Ins. Co. in dissolution, will be argued 
before us on Tuesday, July 27, 1915, at 
10:30 o’clock, A. M., and if necessary 
on Wednesday, the 28th, at Philadel- 
phia, Pa., in the law offices of George 
Q. Horwitz, 601 West End Trust Build- 
ing, Broad and South Penn Square, 
Philadelphia. 

Those dates have been fixed after 
considerable delay and difficulty for 
the convenience of all parties. We re- 
gret that no further opportunity can be 
given for arguing this question. Please 
advise whether or not you will be pres- 
ent or by whom you will be represented. 





PITTSBURGH FIRE LOSS 

In the National Board’s report on 
Pittsburgh it is stated that: 

“The total fire loss of the city for 
the past five years, as quoted from the 
records of the fire department, amount- 
ed to $5,607,797, the loss varying from 
$947,905 in 1911 to $1,750,438 in 1914. 
The average annual number of fires 
during the period was 1,667 and the 
average annual number of fires per 1,- 
000 population was 3.03, which accord- 
ing to the National — engineers 
is a moderate figure. The ‘average loss 
per fire amounted to $673 and the ave:- 
age annual loss per capita was $2.04, 
both of which figures are moderate.” 

One recommendation follows: 

“That the building laws be revised 
to conform to modern requirements for 
construction and fire prevention, espe- 
cially as to limitations of heights and 
areas, protection to floor, roof and wall 
openings, thickness of walls and elim- 
ination of shingled roofs.” 
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Firemen’s Insurance Co. Newark, N. J. 
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Reserve for Unpaid Losses and All Other Liabilities 
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During a successful record of 59 years this Company has paid losses exceeding 


$14,000,000.00 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. 
NEAL BASSETT, Vice-President 


1915 
$1,000,000.00 
2,922,524.02 
450,413.57 
2,528,182.77 


$6,901,120.36 


H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 





the Hanover; 
liam S. Naulty. Captain Martin, of the 456. 
corps, friend of all Newark agents, is 
seated in the large car, just behind Mr. 
Moffatt. 


The picture was especially taken for 
The Eastern Underwriter. 


Education 





Fire Commissioner Adamson has an- 
nounced that there has been a reduc- 
tion of $1,133,112 in the fire loss in the 
City of New York during the first six 
months of this year. The figures com- 
piled by the commissioner show that 
there has also been a great reduction 
in the number of cellar fires during the 
same period, owing, the department 
officials believe, to the strict enforce- 
ment of the fire prevention laws. There 
was an increase in the number of fires 
in private dwellings which the commis- 
sioner says in most cases is due to the 
carelessness of individuals. Mr. Adam- 
son thinks these fires can be stopped 
by educating the people. 

“The semi-annual reduction for the 
past six months is the largest in any 
half year past. The reduction amount- 
ed in Manhattan, the Bronx and Rich- 
mond to $590,657 and in Brooklyn $543,- 
Out of the total of 7,623 fires, 4,- 
698 were in dwellings,” continued the 
commissioner. “In Manhattan and the 
Bronx the number of fires reported on 
were precisely the same as for the 
same period last year, while in Brook- 
lyn and Queens there were 77 fewer 
fires.” 





John J. Barry and Wil- 





Incorporated A. D. 1822 


The North River Insurance Company 


NEW YORK 
Statement, December 31, 1914 


Capital Reserve for all other liabilities 
$500,000.00 $1,727,208.78 
Surplus to policyholders Assets 

$1,134,980.17 $2,862,188.95 


CRUM & FORSTER, New York General Agent 





WESTERN 


Assurance Co. 
OF TORONTO, CANADA 


“STRONG AS THE STRONGEST” 


The Northern Assurance 60. 
(LTD., OF LONDON) 


ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Lesses Paid ea 





Fire, Inland Marine and 
Tornado 


$85, 000, 000 
aS Se ee Losses Paid in U. 8. - $28,000,000 
January 1, 1915 ’ 
DRS. 1 locsadigaguumetedecenxen $2,543,973-35 EASTERN AND SOUTHERN DEPARTMENTS 
SaeeeED Gh Gs Bi. cvccccccccccccccs 1,076,347-75 


55 John Street 


NEW YORK CITY 


W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 














Caledonian Insurance Co. of Scotland 
FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


GHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 





LOGUE BROTHERS & Co. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CoO. 
CALIFORNIA INSURANCE CoO. 
VIRGINIA FIRE & MARINE INSURANCE Co. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 








WILLIAM C. SCHEIDE & CO,, Inc. 


HARTFORD, CONN. 
Re-Insurance in All Branches 
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BROKERS ‘ACTIVITIES 








Liability Rates on Pleasure Autos 

A comparative exhibit of the public 
liability rates on pleasure automobiles, 
21 h. p. and over, sent to brokers this 
week by Harrison Law, secretary of 
the Fire Brokers’ Association of New 
York, caused considerable comment on 
the street. Mr. Law’s point seems to 
be that there is considerable inconsis- 
tence. The rates in brief follow: 

Twenty-One Horse Power 

Table 1, 23.75; Table 2, 24.50; Table 
3, 27.50; Table 4, 32.50; Table 5, 32.50; 
Table 6, 37.50; Table 7, 50.50; Table 
8, 51.50. 

Thirty-One Horse Power 

1, 38; 2, 34.50; 3, 37.50; 4, 45.50; 5, 

51.50; 6, 57.50; 7, 64.50; 8, 74.50. 
Forty-One Horse Power 

1, 45.50; 2, 44.50; 3, 47.50; 4, 55.50; 5, 

61.50; 6, 67.50; 7, 74.50; 8, 84.50. 
Fifty-One Horse Power 

, 53; 2, 54.50; 3, 57.50; 4, 65.50; 6 

50; 6, 77.50; 7, 84; 8, 94.50. 

Sixty Horse Power and Over 

1, 59.75; 4, 63.50; 3, 66.50; 4, 74.50; 
5. 80.50; 6, 86.59; 7, 93.50; 8, 103.50. 

Table No. 1 used in Arizona, Califor- 
nia, Idaho, Mississippi, Montana, Neva- 
da, New Mexico, North Carolina, North 
Dakota, Oregon, South Dakota, Wash- 
ington, Wyoming. (New York differ- 
ential.) 

Table No. 
Massachusetts 
New Hampshire, 
mont. 

Table No. 3 used in District of Co- 
lumbia, Maryland, South New Jersey, 
Pennsylvania. 

Table No. 4 used in Boston. 

Table No. 5 used in Alabama, Arkan- 
sas, Colorado, Delaware, Florida, Geor- 
gia, Illinois, Indiana, Iowa, Kansas, 
Kentucky, Louisiana, Michigan, Minne- 
sota, Missouri, Nebraska, North New 
Jersey, New York State (except differ- 
ential), Oklahoma, Ohio, South Caroli- 
na, Tennessee, Texas, Utah, Virginia, 
West Virginia, Wisconsin. 

Table No. 6 used in St. Louis. 

Table No. 7 used in Chicago. 

Table No. 8 used in Greater New 
York. 


2 used in Connecticut, 
(not Boston), Maine, 
Rhode Island, Ver- 


Corroon Addition 

Former President Mosely, of the 
Fairbanks Co., is now a vice-president 
of R. A. Corroon & Co. 

s e 
Hegeman Resolutions 

The Fire Brokers’ Association of New 
York City has had engrossed the fol- 
lowing set of resolutions passed after 
A. C. Hegeman retired from the office 
of president of that Association, which 
he filled with unusual ability during a 
time when many important matters 
were up for consideration: 

“At a meeting of the directors of the 
Fire Brokers’ Association of the City 
of New York the following resolution 
was unanimously adopted: 

“Whereas, Albert Clarence Hegeman 
has devotedly served as president of 
this organization for two consecutive 
terms and has declined a renomina- 
tion; and 

“Whereas, during that time he has 
had the entire interests of the Asso- 
ciation at heart and has accomplished 
much towards its present efficiency; 

“Now Be it Resolved, that the Board 
of Directors and members of the Fire 
Brokers’ Association of NeW York con- 
vey to him their appreciation and their 
thanks for valuable work which he has 
done in its behalf. 

“Resolved, that this resolution be 
spread in full upon the minutes and 
that a copy of same be engrossed and 
delivered to Mr. Hegeman. 

“John A. Eckert, president; Harrison 
Law, secretary.” 

* + * 


Special Has Broker’s License 
Oswald G. Boyle, special agent of the 
Atlas Assurance Company, has a brok- 
er’s license in New Jersey. 


NESBIT QUOTES LOSS FIGURES 


Tells Public to Remember How High 
They Are Before Complaining of 
Washington Rates 


Washington, July 20—Charles F. 
Nesbit, Insurance Commissioner of the 
District of Columbia, has prepared 
tables showing a ratio of fire losses to 
net premiums for the ten years ending 
December 31, 1914. 

The District of Columbia has a loss 
ratio of 40.67 per cent., which is lower 
than that of any State east of the Mis- 
sissippi river. Colorado is slightly low- 
er, with a loss ratio of 40.23 per cent. 
The tables show the largest loss ratio 
was suffered by the State of California, 
where the losses to premiums paid 
were 138 per cent. 

1914 as Bad as 1911 

Following are the loss ratios for the 
District by years: 1905, 16 per cent.; 
1906, 14 per cent.; 1907, 31 per cent.; 
1908, 33 per cent.; 1909, 32 per cent.; 
1910, 40 per cent.; 1911, 70 per cent.; 
1912, 60 per cent.; 1913, 45 per cent.; 
1914, 70 per cent. 

“Dividing this ten years into peri- 
ods of five years each,” says Mr. Nes- 
bit, “we find the annual loss ratio for 
the five years, 1905-1909, 25.2, and the 
annual average loss ratio for the last 
five years 58 per cent. This would indi- 
cate the losses incurred to the premi- 
ums received in the District doubled 
in the last five years. This is of spe- 
cial interest to District residents, in 
view of the fact that there has been 
complaint of increased rates. 

“If this be true, however, as is gen- 
erally conceded by all students of in- 
surance, that the business of fire insur- 
ance is unprofitable if the ratio of 
losses is greater than 55 per cent., it is 
evident that if Washington is to have 
reduced fire insurance premiums the 
fire losses must first be reduced.” 





OPENING IN FRANCE 
American Insurance Companies Would 
Be Welcome There, Say Consular 
Agents 


According to a U. S. Consular re- 
port, a good opening is presented for 
American insurance underwriters in 
France. An established insurance rep- 
resentative in Bordeaux states as 
follows: 

Marine insurance agents in Bor- 
deaux at the present time are not 
ing for English, Swiss, Italian, and 
Belgian companies. Before the 
outbreak of hostilities their sphere 
of activity included German and 
Austrian companies, the importance 
of whose business may be appre- 
ciated by their annual premiums of 
about $500,000. The operations of 
these companies are now suspend- 
ed, and in view of this fact it may 
be concluded logically that Amer- 
ican marine insurance companies 
have great interest in taking im- 
mediate measures to secure the va- 
cancy thus created. In order to 
attain this object American com- 





NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 








Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
EST*¢ BLISHED 1857 
STATEMENT JANUARY |, 1914 


UNITED STATES 
123 WILLIAM ST., NEW YORK 
J. H. LENEHAN, United States Manager 
AGENTS WANTED IN PRINCIPAL CITIES AND TOWNS 





$1,439. 399.53 
579,631.12 
869,768.41 


BRANCH 








panies must form connection with 
reliable and experienced agents 
who possess the confidence of their 
brokers and are able to safeguard 
the interests of the firm they rep- 
resent. 

Another agent says: 

We believe that one of the main 
causes of the hesitation shown by 
American companies in approach- 
ing this market is a fear that they 
will get secondary business which 
has been refused by French com- 
panies. On the contrary, it would 
be a matter of offering them parti- 
cipation in large business in which 
the French companies are already 
interested. In fact the first step 
would be to proceed by participa- 
tion with first-class French com- 
panies. The present time is the 
most favorable for American com- 
panies to establish themselves in 
view of the law of April 4, 1915, 
which prohibits all connection with 
companies of hostile nationality, re- 
sulting in a complete disorganiza- 
tion of the system of re-insurance. 
The French companies are taking 
advantage of the situation, and a 
well-introduced American company 
could find a first place by the side 
of the large English companies 
which are undertaking the business 
of re-insurance. 


NEWBURGH CHANGE 

The interest of the late David Ker- 
wick in the insurance firm of Dunphy 
&. Kerwick, Newburgh, N. Y., has been 
purchased by Thomas E. O’Malley. 
Heretofore, the firm has handled only 
fire insurance. Casualty and automo- 
bile will be added. Mr. Dunphy at one 
time was the editor of a daily paper. 
Mr. O’Malley has been a merchant. 





That the Board of Fire Commission- 
ers of Hartford intend to take drastic ac- 
tion when they find that men of the de- 
partment are drunk while on duty was 
shown on Monday, when one of the 
hosemen was fined $100 for being un- 
der the influence of liquor 





D. V. PROSKEY 


NEW JERSEY FIRE 


INSURANCE AGENCY 
126 Market Street 
Paterson, N. J. 








A. K. BOUGHNER & 
INSURANCE AGENCY 
Fire Automobile 
NEWARK AND VICINITY 
Brokerage Business Solicited 


38 Clinton Street 95 William Street 
Newark, N. J. New York City 


co. 








H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 








John C. Paige Co. 


INSURANCE 
65 Kilby St. Boston, Mass. 





























ASSETS 
Real Estate (Equity) 
Mortgage Loans 
Bonds (Market Value) 
Cash in Banks and Office 
Agents’ Balances 


New York City Agent, 





ROBERT J. WYNNE, Pres. 


WH. SOHMER, 75 William St. 
New York City. 


First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 
STATEMENT OF CONDITION DECEMBER 3ist, 1914 





Outstanding Fire Losses 
Unearned Premium Reserve 
Accrued Charges on Real Estate 
All other Liabilities 

Capital Stock Fully Paid 
Capital Stock Partially Paid 


JOHN E. SMITH, Managing Underwriter 
Brooklyn Agent, 
FRANK ECKEL BECKER, 153 Remsen St. 
Brooklyn, N. Y.. 


LIABILITIES 


$1,614,627.81 
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NEW YORK COMPENSATION LAW 


TEXT AS AMENDED WITH DIGEST 





Workmen’s Compensation Publicity Bu- 
reau Issues Pamphiet—Answer To 
Ohio Industrial Commission 


The text with a digest of the Work- 
men’s Compensation Law of New York 
State and all the legislation supple- 
mentary thereto, together with all 
amendments enacted this year, was is- 
sued by the Workmen’s Compensation 
Publicity Bureau in pamphlet form on 
Wednesday. A similar publication cov- 
ering the workmen’s compensation 
legislation in Pennsylvania this year 
was sent out last week 

The Bureau is now preparing for pub- 
lication an answer to recent statements 
of the Industrial Commission of Ohio. 
This answer is in the form of a letter 
addressed by P. Tecumseh Sherman to 
F. Robertson Jones, secretary-treasurer 
of the Bureau, and is a keen analysis 
of the operations of the Ohio State 
Workmen’s Compensation Fund as set 
forth by the commission. 

The Bureau has printed all the com- 
pensation laws that have been enacted 
during the year in pamphlet form with 
a digest under thirty-five headings. It 
has also printed and is printing at the 
present time the old compensation laws 
that have been amended this year. 
These pamphlets contain the text of 
the compensation laws and also all sup- 
plementary laws such as those provid- 
ing for the formation of mutuals to do 
compensation business, State insurance 
fund, industrial accident board and com- 
mission, supervision by insurance de- 
partment, supervision of compensation 
rates, proposed constitutional amend- 
ments affecting compensation and all 
legislation affecting workmen’s compen- 
sation. 


Recognized as Standard Authority 

These workman’s compensation 
pamphlets published by the Bureau are 
now generally accepted as standard and 
are being used by industrial accident 
boards and commissions, legislative 
committees, State officials, employers, 
labor unions, State insurance depart- 
ments, university and college libraries, 
college professors, and others of the 
general public interested in the subject, 
as well as by the casualty insurance 
companies. 

The Bureau this year will issue twen- 
ty-six new workmen’s compensation 
pamphlets which may be analyzed as 
follows: 

The compensation laws of the follow- 
ing ten States and territories that have 
enacted new laws this year: 

Alaska, Colorado, Hawaii, 
Maine, Montana, Oklahoma, 
vania, Vermont, and Wyoming. 

The compensation laws of fourteen 
States that already had such laws but 
amended them this year: 

California, Connecticut, Illinois, Mas- 
sachusetts, Michigan, Minnesota, Ne- 
vada, New Jersey, New York, Oregon, 
Rhode Island, Washington, West Vir- 
ginia, and Wisconsin. 

The Bureau is also re-printing the 
compensation law of Iowa due to the 
fact that sectional references have been 
changed since the adoption of the new 
Iowa Supplementary Code. This year, 
the Bureau will publish the compensa- 
tion law of New Hampshire for the 
first time. 

Digest of Laws in All States 

Every year, the Bureau compiles a 
complete digest of all compensation 
laws of the States and territories in 
handy pocket form and under thirty-five 
headings. This digest gives also the 
names of all individual members of the 
various industrial accident boards and 
commissions that administer compensa- 
tion acts. It is revised every year and 
contains an interesting map of the 


Indiana, 
Pennsyl- 


| Casualty and Surety News 





United States showing in white and 
black the States that have and do not 
have compensation laws. The last edi- 
tion was issued October, 1914, and was 
correct down to February, 1915. Mr. 
Jones is now working on this year’s 
digest and expects to have it ready at 
the same time this year. It is impos- 
sible to issue the digest until all the 
legislatures have adjourned. The Ala- 
bama, Georgia and Wisconsin legisla- 
tures are still in session and that of 
Georgia will probably not close until 
early in September. 


The Bureau has, in all, issued twenty- 
five pamphlets on the general subject 
of workmen’s compensation legislation 
in this country and in Europe. 





CONTRACT BONDS 





R. H. Towner Will Discuss This Subject 
at Casualty Agents’ Meeting in 
Chicago 





At the request of a number of surety 
agents located in different parts of the 
country, the program committee of the 
National Association of Casualty and 
Surety Agents has arranged to have 
Mr. R. H. Towner, head of the rating 
bureau bearing his name, speak on the 
topic of “Contract Bonds,” at its an- 
nual convention at Detroit, August 24-27, 

“Mr. Towner will be heard on the 
morning of the 27th, when other bond 
problems will be discussed, and it is 
expected that he will be able to dispel 
the gloom which has surrounded this 
branch of bond activity,” says George A. 
Gilbert, president of the Agents’ Asso- 
ciation. ‘Continuing, he says: 

“Surety agents throughout the coun- 
try have been going about with puck- 
ered brows and ruffied spirits on ac- 
count of conditions imposed by the 
powers-that-be upon the contract bond 
business. It is to be admitted that this 
class has been a most difficult one for 
the companies and agents to handle 
and some of the restrictions have 
served only to drive the better class of 
bond users out of the market. The re- 
sult has been that a rougher and harder 
field has been left to the agent for cul- 
tivation and it has been found most 
difficult to select perfect business which 
will be acceptable to the home office.” 





RESIDENT MANAGER NELSON ILL 


Charles L. Nelson, resident manager 
of the Fidelity & Casualty at Louis- 
ville for Kentucky, southern Tennes- 
see and Indiana, is impaired in health 
and, on the advice of his physician, will 
be away from his post for several 
months, probably in the Adirondacks. 
W. A. Reid, assistant superintendent of 
agents at the home office of the Com- 
pany, left for Louisville yesterday to 
take charge of his office during Mr. 
Nelson’s absence. 





Home Office 


Fidelity and Surety Bonds 


AMERICAN FIDELITY COMPANY 


Accident, Health and Burglary Insurance 
We have attractive contracts for good agents 


WRITE TO 


Montpelier, Vermont 











ACCIDENT AND HEALTH 


New England Equitable Insurance Co. 
BOSTON, MASSACHUSETTS 
INCORPORATED 1901 
PAID UP CAPITAL $1,000,000 


CORWIN McDOWELL, President 
B. J. TAUSSIG, Chairman of the Board 
FIDELITY AND SURETY BONDS 


PLATE GLASS AND BURGLARY 
LIABILITY AND WORKMEN’S COMPENSATION 
AUTOMOBILE PROPERTY DAMAGE 


Efficient Service to Policy Holders, Agents and Brokers 











29 LIBERTY STREET, 


406 East 149th Street 





SOHMER & HARRIS 


Announce The Opening Of 
A BRONX BRANCH OFFICE AT 


With Facilities For Handling All Lines Of 
FIRE, LIFE AND ACCIDENT INSURANCE 


NEW YORK 


Bronx Borough 








RECEIVER DOES FINE WORK 


TO COMPANY CREDITORS 





100% 





Metropolitan Surety Company Final 
Decree—At One Time Creditors 
Expected Little 





Nothing but credit reflects upon the 
New York Insurance Department for 
the manner in which the affairs of the 
defunct Metropolitan Surety Company 
have been handled. A statement sent 
out this week, containing the final de- 
cree of Justice Chester, of the Supreme 
Court shows that claimants are paid 100 
per cent. This is remarkable-in view 
of the fact that it was at first thought 
that only five cents on the dollar would 
be paid. The 100 cents on the dollar 
settlement is made with every creditor 
who had a claim on January 6, 1909. 

Many Court Decisions 

The case of the Metropolitan is un- 

usually interesting because it was the 





Liability 
Burglary 
Surety Bonds 


Industrial 








Automobile Liability and Property Damage 
Workmen’s Compensation 


Casualty Company of Umerica 


Home Office: 68 WILLIAM STREET, NEW YORK 


Accident 
Disability 


Plate Glass 


Insurance 








first surety company in the State of 
New York to go into the hands of a 
receiver; consequently, many problems 
affecting surety companies that had 
never before arisen had to be passed 
upon by high courts. This is another 
story in itself. The Court of Appeals 
had to pass upon questions involved 
more than once; several times the Ap- 
pellate Division made decisions. 


Justice Chester praised the work of 
John W. Yawger, the receiver, and 
awarded him a commission of 2% per 
cent. plus an extra allowance on some 
of the assets, for his good work. Ed- 
ward R. Finch was attorney for Ke- 
ceiver Yawger. 


OPEN BRANCH IN THE BRONX 


Sohmer & Harris to Represent Mary- 





land for Casualty Lines, and 
Standard for Industrial 
Sohmer & Harris, of 29 Liberty 


Street, New York City, have opened a 
Bronx office at 406 East 149th Street, 
with the representation of the Mary- 
land Casualty for all lines of casualty 
insurance. The agency also represents 
the Standard Accident, of Detroit, for 
monthly premium accident and health 
business and the Equitable Life Society. 


The Bronx office of Sohmer & Harris 
also has fire insurance facilities cap- 
able of handling large lines. 


TURGEON NOW A LIFE MAN 


Major N. E. Turgeon, president of 
the Insurance Federation of New York 
State, and for years a member of the 
firm of Knoll & Turgeon, has been ap- 
pointed general agent of the Union 
Central Life at Buffalo, for an extended 
territory. 
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Mutual Compensation Companies Not To Be 
Judged By Fire Mutuals 


Views of the Metropolitan Manager of a Casualty Company 
—State Fund Insurance 











The manager of the metropolitan de- 
partment of one of the leading compan- 
ies has compiled data on mutual com- 
pensation companies and the New York 
State Insurance Fund which will >> 
published by the Globe. Extracts from 
the paper follow: 

The mutual compensation companies 
are very active soliciting insurance un- 
der the Workmen’s Compensation Act. 
They make an attractive appeal to the 
public, basing their hopes for success 
on the reputation of the New England 
mutuals which have successfully oper- 
ated for many. years as fire under- 
writers. 

Their citation of the success of the 
mutual fire companies is not a fair com- 
parison in view of the totally different 
character of losses for which they be- 
come liable under their contracts. 
Losses suffered by mutual fire compan- 
ies can be promptly determined, and it 
is, therefore, an easy matter for those 
companies to close their books at the 
end of a given period and know exactly 
the losses they have paid and the losses 
they have incurred. This is a definite 
condition, whereas in mutual compen- 
sation insurance, the process of loss 
adjustment covers a period of many 
years. 

Losses Incurred Uncertain 

Under the New York Compensation 
Act, compensation is payable to the 
widow of a deceased employe for her 
life time, to her children until they are 
eighteen years of age, toa permanently 
disabled employe for his life time, etc. 
This makes the process of determining 
the amount to be paid as uncertain 
as life itself. These losses of an in- 
definite amount, continuing over many 
years, make it necessary for the insur- 
ance carrier to estimate the probable 
loss involved, and on this estimate the 
financial condition of the company is 
based. 

When a mutual company solicits in- 
surance, it holds out the promise of a 
dividend, and consequently it is al- 
ways the tendency to under-estimate 
the losses in order to assure the pay- 
ment of a present dividend rather than 
the future loss. This is the danger of 
entrusting the uncertainties of com- 
pensation insurance to a company 
which can subsequently ask for an. as- 
sessment to make up preferred losses, 
where as the stock company must of 
necessity charge a sufficient premium 
to care for all losses and in the event 
of their making a mistake or suffering 
a catastrophe their capital stands back 
of their mistakes, whereas the policy- 
holder stands back of the mistakes of a 
mutual company. 

State Insurance Fund 

The State Insurance Fund operates 
under and by virtue of the Workmen’s 
Compensation Law. The State as- 
sumes no obligation as respects the 
State Fund except that the State 
Treasurer is custodian of the State In. 
surance Fund but assumes no obliga. 
tion for the financial solvency of the 
Fund. The Workmen’s Compensation 
Law designates certain occupations as 
coming within the provisions of the 
law and omits other occupations which 
consequently are not affected by the 
compensation law’ The State Fund 
can only pay money for losses under 
the provisions of the law and conse- 
quently if an employe is injured under 
circumstances which create a condi 
tion leaving him outside of the com- 
pensation law, then the State Fund 
cannot pay the loss, because its ?an?¢s 
are a trust fund to be administered 
under the compensation law only. In 
addition the State Fund canno: pro- 
tect an employer against actions brought 
for loss of services by a husband in 


) 





respect of a wife if injured or a father 
or mother in respect of minor children 
injured or killed. By this we mean 
that a married woman working in a 
factory and severely injured would re- 
ceive compensation for her own inju- 
ries, but her husband would in addi- 
tion have a right to sue her employer 
for the loss of her services. 


A stock casualty company assumes 
all of these obligations of the employer 
and not only, as does the State Fund, 
the obligations of the employer under 
the Compensation Act. It.must be fully 
appreciated that the State Fund may 
absolutely relieve the employer of all 
liability under the Compensation Law, 
but the Compensation Law does not 
relieve the employer of all liability 
except that created under the law. 
There still remains those accidents 
which do not come under the Compen- 
sation Act and claims for loss of serv- 
ices which are not done away with by 
the Act. Is this additional insurance 
worth anything? 

Assessments 

Admitting that the law does not spe- 
cifically grant power of assessment to 
the State Fund, it does, however, per- 
mit them to issue a contract which has 
no expiration date. It starts at any 
given day and the assured pays a six 
month’s premium in advance based on 
his payroll. The renewal premium of 
this contract is automatic. The rate 
and premium for this renewal is for 
any figure the commission may require 
at the time. The assured is obliged to 
pay his premium, as he cannot retire 
unless he has complied with section 
100 of the law, which is again referred 
to under heading “renewal of insur- 
ance” in the State Fund policy. This 
section requires that he notify the 
State Fund thirty days in advance of 
the renewal period. That is on policies 
taken out with the State Fund dating 
June 30, he is obliged to notify the 
State Fund on December 1 that he will 
not renew his contract. On the other 
hand, the State Fund does not oblige 
itself to advise him at this time what 
his renewal rate will be for the suc- 
ceeding period of six months for which 
he is bound unless he takes action on 
December 1. It is held that this right 
to secure an increased premium at each 
period of six months amounts to the 
same as an assessment. 

Unlimited Authority To Make Rates 

It is an unlimited authority in the 
hands of the State Fund and can un- 
questionably be enforced by the Attor- 
ney-General under Section 99 of the 
Compensation Law which gives the 
State Fund Commissioners the right 
to refer any unpaid premiums to the 
office of the Attorney-General, who is 
instructed by law to bring civil action 
against such employer in the proper 
court for the amount due. 





CINCINNATI RATED 





Plate Glass Service and Information 
Bureau Establishes Rates for First 
Time in Ohio 





The Plate Glass Service and Informa- 
tion Bureau held a special meeting last 
week to consider the rate situation in 
Michigan, paying particular attention 
to Detroit. After the reading of sev- 
eral papers by well informed plate 
slass men on the subject, it was de- 
cided that conditions were satisfactory. 


At the meeting action was taken for 
the first time in establishing a rate in 
an Ohio city. Cincinnatt was rated, 
and if the conditions are promising 
there the bureau will extend to other 
Ohio cities, 





Incorporated April, 1905 


Mlinnis Surety Company 
HOME OFFICE, 134 S. La Salle Street, CHICAGO 
“WE ISSUE SURETY BONDS” 
Liberal issi :: Attractive Contracts 


WRITE TO DAY 


_Local Agents Wanted Everywhere 





No Red Tape and 
No Delay 














BUSINESS=BUILDERS 
—DEVELOPING 
i Fidelity and Surety Bonds, Liability Workmen’s 
= Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE———— 


Massachusetts BondingInsurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $2,000,000 Write For Territory 




















The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 


io vnk ie chadesinaHtec ababide ‘ddawedos $11,858,729.53 
Ns cpvcasuskubiescantedee abGin 4x0 8,319,608.72 
Gseinticvced sackabedoanincantiadaneod 1,000,000.00 
Surplus over all Liabilities ...  ........ 2,539,120.81 
Losses paid to December 31, 1914........ 48,580,800.32 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 
Fidelity Bo: Surety Bonds; Accident, Health and Disability Insurance; B: , Lar 5 
vide Theft SS Plate Chess Ensnsenpes Liability teswages—thwiaper, ic, = 
j Property Damage), Automobile (Personal Injury, Property Damage and 
i Own and Landlords, El 








Seomarliciler teats Wheel Seemann. a 
Prudential Sasualty So. 
INDIANAPOLIS 


Write for our SPECIAL BONUS OFFER for 
PERSONAL ACCIDENT AND HEALTH producers 


Other lines written: BURGLARY AND PLATE GLASS, Automobile Liability, Prop- 
erty Damage, Collision, Employer’s Liability, Public, Teams, Elevator, Workmen’s 
Compensation, General Liability, Industrial Accident and Health. 


ASSETS OVER A MILLION 
SATISFACTORY SERVICE TO POLICYHOLDERS AND AGENTS 


REAM, IVES AND WRIGHTSON, Eastern Managers, 
24 BROAD STREET, NEW YORK. 








* LIABILITY— INSURANCES TRANSACTED 
Employers 
Public Vessel Owners Burglary 
Teams General Contingent Workmen's Collective 
Workmen's Landlords Druggists & Individual Accident & Health 
Compensation Elevator Physicians Industrial Accident & Health 





The Frankfort General Insurance Co. 
of Frankfort-On-The-Main, Germany 
— —ESTABLISHED 1865—— 
United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 
C. H. FRANKLIN, U. S. Mgr. and Attorney JNO. M. SMITH, Sec. U. S. Branch 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 














$$$ 
INTERSTATE 
Life & Accident Company 


CHATTANOOGA, TENN. 











Accident, Health, 
Plate Glass and 
Weekly 
Life Insurance in 


Tenn., Geo. 
and Ky. 


Most Loyal Agency Force on Earth 
AND THERE'S A REASON 


Ask H. D. HUFFAKER, President 





























Al__ 
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July 28, 1915. 
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Nothing is more inexcus- 

Writing able in the insurance busi- 

Policies ness than carelessness in 
Correctly writing applications. 

“What would you think of 
an attorney who was employed to draw 
up an important contract, because it 
was supposed that he possessed spe- 
cial qualifications for so doing, and 
who. notwithstanding, drew it care- 
lessiy?” asks the Ohio State Life. 

The agent who writes an applica- 
tion carelessly is guilty of the same 
thing. His failure to correctly tran- 
scribe the answers of the applicant 
will be fatal in many cases to the de- 
fense of his company against claims 
which ought not to be paid. 

On his own account the agent has 
every reason to be careful in filling out 
an application, because his carelessness 
may cause delay in issuing the policy 
or even the rejection of the applica- 
tion 

On the policyholder’s account there 
is as much reason to be careful. In 
most cases the application is made a 
warranty and the basis for the policy; 
in all other cases it is held to contain 
the representations made to secure the 
policy. - 

The Federal Casualty Com- 

About pany says that agents do 

Female not take full advantage of 


Risks the opportunities offered by 
the company’s readiness to 
write female risks. Of course, this sort 


of underwriting must be considerably 
restricted, but not to such an extent 
that a good line of business cannot be 
placed on the books. 

Even when work is slack among male 
industrial workers and “times hard,’ 
there are always many women steadily 
employed at fair wages as _ teachers, 
clerks, bookkeepers, stenographers, etc., 
who can be written with little effort and 
the increase of the debit maintained. 

In the case of women, other than 
housekeepers, domestics, nurses and 
those not obliged to leave their homes 
for employment, who are steadily em- 
ployed at wages insufficient to justify 
the regular manual ratings, the com- 
pany issues a Regular Policy with in- 
demnities of $25, $25, $200 for a pre- 
mium of $1, providing, of course, the 
monthly indemnities quoted do not ex- 
ceed two-thirds of applicant’s wages. 
Otherwise the manual regulations gov- 
erning the writing at female risks pre- 
vail. 

“Patture to work system- 

Weaknesses atically, regularly and 

of steadily is one of the 

Agents greatest weaknesses of 

the agent as it emascu- 

lates his energy and diminishes his re- 

sources,” says the Preferred Accident 
in its digest of agency matters. 


Yielding to discouragement, lacking 
tenacity of purpose, an inclination to 
drift hoping for “luck,” lack of plan 
and of intelligent knowledge of the 
business, and entering upon the work, 
and not realizing that his success in 
the work is dependent upon his own 
direction and energy, are manifesta- 
tions of great weakness on the part of 
an agent. Lack of a plan supplemented 
by definite work and tenacity of pur- 
pose, which inevitably leads to a super- 
ficial canvass and waste of time, is also 
a great weakness. 

Giving way to difficulties and disap- 
pointments, which deprives the agent 
of strength and ambition to overcome 
and inspires and possesses him with a 
fear of being unable to meet and over- 
come objections and opposition are ele- 
mental sources of weakness. 

A “wanderlust” as to where he shall 
g0 and whom he shall see, which spirit 
induces procrastination, indecision and 
ultimate laziness, leading to a practical 
abandonment of effort and a “laying 
low” for something to turn up, is a 
great weakness. 

Trying to cover too much ground in- 


Special Talks With Local Agents 




















stead of intensively cultivating his im- 
mediate territory is a weakness, while 
uncertainty, irregularity, lack of con- 
centration of purpose or any dissipation 
of the mental or physical forces pro- 
duce infirmity of purpose and are evi- 
dences of fatal weakness. 

Failure to know himself and his himi- 
tations, ignorance of the fundamental 
principles of insurance and of his con- 
tracts and company,*careless and de- 
sultory work, an inclination to be dis- 
couraged if the way is not as smooth 
as was expected, jealousy of competi- 
tors and a love of “knocking” are weak- 
nesses. 

Beginning to-day’s work without a 
definite plan and purpose, a lack of 
courage to overcome obstacles, devot- 
ing time to an indiscriminate canvass 
instead of following a pre-arranged and 
pre-considered plan, are weaknesses 
that lead to failure. 

WILL ENTER 


NEW STATES 





American Indemnity, of Galveston, 
Pushing Its Automobile Business— 
Branch Offices a Success 





The American Indemnity of Galves- 
ton, Texas, contemplates entering a 
uumber of additional States for auto- 
mobile business. For some time now 
the company has had branch offices in 
New Orleans, St. Louis, Washington 
and Detroit, and the resulting business 
is regarded as justifying the branch 
office policy. 

In addition to the States in which 
are the cities mentioned, the American 
Indemnity is licensed to transact all 
lines of casualty insurance and all 
kinds of fidelity and surety bonds, in 
Maryland, Pennsylvania, New Jersey, 
Illinois, Indiana, and Alabama. Terri- 
torial general agency appointments 
have been made for the whole State 
of Alabama, and limited territorial gen- 
eral agency appointments for New Jer- 
sey, Maryland, Illinois, and Indiana. 
The company, while not a member of 
the conference, says that it is follow- 
ing the best traditions and practices 
of the older companies both with re- 
gard to rates and service. 

The American Indemnity has done 
well with its full-coverage automobile 
policy, which not only insures the usual 
liability and property damage hazards, 
but accidental loss by fire, theft and 
transportation as well—one policy, one 
premium, one company—covering every 
automobile contingency. There is rea- 
son to believe that the American In- 
demnity Company contemplates enter- 
ing many or almost all of the States 
not mentioned above for automobile 
business only irrespective of their de- 
sirability or otherwise for other lines 
of insurance. 





JACKSON & POTTER, Inc. 


1 Liberty Street - - NEW YORK CITY 
General Agents 


PREFERRED ACCIDENT 
ALL CASUALTY LINES 
“Preferred Service’’ 


The Employers’ Liability - 
Assurance Corporation, Limited 


leading Liability 
Fs og Henne in the Worl 
GIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Managu 


Employers’ Liability Buliding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 

















Georgia Casualty Company 
MACON, GEORGIA 
W. E. SMALL - - President 


A Strong Casualty Company Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 








The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 187 


POLICIES 


EUGENE H. WINSLOW, President 
R. R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec 


RELIABLE AND ENERGETIC AGENTS WANTED 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


OF THE MOST 
APPROVED FORMS 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 





CHICAGO Resident Manager 
55S JOHN STREET 
F. W. LAWSON New York 
General Manager ae eg 
eats Elmer A. Lord & Co. 
Liability, Accident, 145 Milk St., Boston 
Burglary, Boiler and Resident Managers 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 











GENERAL ACCIDENT | 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH— LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 


Metropolitan Departmert, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 











OER MANES °F ROGRESSTyg 


et ms ORGANIZED 1886 
North AMERICAN AccIDENT INSURANCE (0 
Sot ae 4010) .@-3 .@ 6 


CHICAGO 














Union Casualty Insurance Co. 
Philadelphia, Pa. 


Assets Ineome sie to “ae 11259 
1909 - : - - $113,868 - . - - $9,488 - $111,259 
1910 . - - - 239,463 - - - - 43,293 - - - - 169463 
1911 - - 341,399 - 166,679 241,037 
1912 - - - 425,570 . 273,970 - - 278,776 
1913 - - - - 584,023 . - - - 547,263 - - - - 270,395 
1914 - + 769,776 - - 627,232 - - 343,161 


AGENTS WANTED IN $e imc. 
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Some of the 
big Keatures 


THAT MAKE THE 


VICTOR 


MASTER TYPEWRITER 








Ist. 


2nd. 


One-inch, 





double-bearing, double-wearing 


type-bars that insure perfect and permanent 


alignment. 


A ribbon system that cuts ribbon expense in 


half and eliminates ribbon troubles. 


The simplest inbuilt decimal tabulator at no 


extra cost. 


Removable and inter-changeable platen 


mechanism. 


Improved variable line spacer with locking 


device. 


The speediest and most durable escapement. 
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VICTOR Typewriter Co. 


812 GREENWICH STREET : " NEW YORK 






































